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HOW RIGHT ARE YOU 
IN HOW YOU WRITE? 


PEOPLE JUDGE YOU BY YOUR LETTERS 


Better Letters Bulletin Number 10 


HOW GOOD IS YOUR GRAMMAR? 


ically . 
m the *. 
, _ : : The sentences below are copied verbatim 
, ’ aS from bank correspondence. Each sentence has 
an error in grammar or sentence structure. 
Can you find the errors in all four sentences? 
Would you know how ta correct the errors? 





1. Thank for for your letter of March 17 en- 
closing two checks amounting to $10,000. 


2. Based upon our knowledge of its affairs we 
are glad to recommend the organization as 
entirely reputable and responsible. 


. The account in that bank together with 
that in another bank in the same city are 
apparently used for payroll purposes. 


- We have standard forms of the Bank 
“ sr Orders oper we are happy to sup- 
ply to our out-of-town friends, i 
of which are enclosed. oe 
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IMPROVEMENT OF CORRESPONDENCE 

HICK IS UNDER THE PERSONAL DIRECTION 
OF J. HAROLD JANIS, NEW YORK UNIVERSITY 
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The sensitized surface of Hammermill “Bar 





takes pen writing without feathering or scratch- 
ing. Superior writability is assured in one of 15 
exacting laboratory tests Hammermill Safety 
must pass at the plants 




















Safety — produced at Hammermill by men bank 
who help make the only safety paper made st 
complete in one mill— permits instant detec- ie 
tion of erasures or alterations, gives full pro- Ja 
tection to the customer. M: 
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If you’re not already using Hammermill Safety, check its 
features for yourself against your present check paper. Examine the strength, 
writability, “‘tamper-resistance,’’ and distinctive appearance of Hammermill 
Safety. Mail the coupon for a sample book showing Hammermill Safety in a 
variety of colors and three pleasing background patterns. It’s absolutely free! 
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Bankers’ Farm Clinie 


Smrs: In November we held a ‘‘Bank- 
ers’ Farm Clinic” in our bank that 
proved to be a very interesting meeting. 
In attendance were top officers of banks 
from throughout the Piedmont section of 
North Carolina. 

The purpose of the gathering was to 
discuss agricultural conditions in our 
area; the importance of full bank co- 
operation in making adequate credit 
available to farmers for following proper 
soil-building and conservation practices; 
the transition that is occurring from 
row-cropping to grassland and livestock 
farming and the need for financing this 
change; and to talk over other pertinent 
questions relating to farm credit. 

Particular stress was laid on the need 
by farm people for greatly increased 
credit due to the availability of elec- 
tricity in rural areas and the subsequent 
demand for improved conveniences and 
appliances and due to the increased cost 
of equipment and operating expenses. 

So far as we know, this is the first 
“Bankers’ Farm Clinic” sponsored by any 
bank in North Carolina. Because of the 
considerable interest and enthusiasm 
manifested, it is likely our bank will 
make the event an annual affair. 

JAMES BISHOP, JR., Assistant Cashier, 

Manager, Farm Service Department, 

Bank of Greensboro, 

Greensboro, North Carolina 
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Residential Colleges 

Sirs: Our attention has been drawn 
to a paragraph in the article on “British 
Banking’s Residential Colleges” in your 
October, 1951 issue. 

The paragraph states that “The West- 


| minster Bank decided the outlines of its 


educational program when the end of 
the war was in sight, and it now has a 
junior residential center at Oakenholt, 
Oxford, which has proved highly suc- 
cessful.” The paragraph then goes on 
to state that “Lloyds now has a staff 


college for senior and managerial staff 
at Fanhams Hall, Hertfordshire.” 

It is obvious that the writer of this 
paragraph is under a misapprehension 
as the staff college for senior and 
managerial members, to which he refers 
at Fanham Hall, Hertfordshire, is that 
maintained by Westminster Bank and 
not by Lloyds Bank. 

L. P. C. CANN, Superintendent of Staff 

Training, 

Staff Training College, 

Westminster Bank Limited, 

Fanhams Hall, 

Ware, Hertfordshire 
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NABAC Convention 


Sirs: The convention of The National 
Association of Bank Auditors and Comp- 
trollers was accorded extremely fine 
treatment in your December issue and to 
have you handle the John A. Allen 
Memorial Award so graciously warmed 
the hearts of all the Allens. 

BURTON P. ALLEN, President, 

The First National Bank of Milaca, 

Milaca, Minnesota. 

(1950-51 NABAC President) 


* 


Sirs: Congratulations for the very fine 
account of NABAC’s annual convention 
in New Orleans in the December issue. 

S. E. BENNETT, Secretary-Treasurer, 

Wisconsin Bankshares Corporation, 

Milwaukee, Wisconsin. 

(Chairman, Conference Liaison 

Committee of NABAC) 
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Party Line 

Sirs: The “Party Line” radio program 
sponsored by the Pioneer Bank over 
WDOD was named “Program of the 
Year” here in Chattanooga, and the 
commentator, Drue Smith, was named 


“Woman of the Year in Radio” for the 


Westminster Bank’s college for senior and managerial staff 
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Greater Chattanooga area. 

The program idea was conceived more 
than three years ago by the president 
of the bank, George Clark, who also 
coined the slogan, ‘‘Women Are Impor- 
tant,” which has become a_ household 
phrase here in the Tri-State area. The 
“Party Line” is beamed at women with 
special emphasis on saving at the bank. 
The program also cooperates with all 
civic and community projects and we 
usually have a waiting list of fifty for 
a place on the show. 

We have entertained as guests over 
3,000 personalities, ranging from Mar- 
garet Truman and “Veep” Barkley to 
people representing the grass roots of 
our section. 

DRUE SMITH, 

Pioneer Bank, 
Chattanooga 1, Tennessee 
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The Crystal Ball 

Although qualified with the usual 
“ifs,” there is an optimistic tenor to the 
1952 prophecies of economic soothsayers 
as they foretell the business future. 

A moderate upward trend in produc- 


} tion, wages and prices, and a similarly 


modest drop in net earnings, are seen 
in the offing. 
Higher defense spending, a small in- 


} crease in personal consumption expendi- 


tures and a slight decline in private 
investment will combine to yield a gross 
national product 3%-5% higher than in 
1951, in the opinion of Martin R. Gains- 
brugh, chief economist of the National 
Industrial Conference Board. He cites 
a general belief that the accumulation 
of $17 billion in inventories of the past 
year will not be repeated. As to savings, 
he believes that they may decline per- 
centagewise from the bulge above nor- 
mal peacetime levels that occurred in 
the second and third quarters of 1951, 
but estimates that they should average 
71%-8% of disposable income in 1952, 
rather than return to the ratio of about 
5% that prevailed pre-Korea. 

Earnings outlook. The United Busi- 
ness Service of Boston looks for a 6%- 
7% increase in business volume during 
1952, with the upward trend accelerating 
in the second half. Corporate net profits 
are expected to be about 10% under 
1951, and thus still relatively good, and 
it is anticipated that dividends will hold 
within 5% of aggregate 1951 payments. 
Best earnings prospects are said to be 
for firms that will (1) receive a major 
stimulus from defense activity, (2) 
benefit from high public buying power 
and not be hurt much by metal short- 
ages, or (38) have relatively sheltered 
tax positions. 

Not all of the forecasters are uni- 
formly sanguine. “It is significant that 
in these days of inflationary talk, the 
elements of business upon which a con- 
tinued business upswing depends— 
namely industrial production, employ- 
ment and income—are currently either 
stationary or are in a declining trend 
with respect to normal for this decade,” 
comments L. M. Demarest and Asso- 
ciates, New York industrial engineers 
and consultants. “Without a consider- 
able pick-up in these elements it is diffi- 
cult to attach much weight to talk of 
the dangers of inflation. It is difficult 
also to see how increased defense pro- 
duction will bring shortages of civilian 
goods, for latest figures indicate demand 
has not increased and inventories are 


| still heavy.” 


Bank credit. There appears to be 
agreement that bank credit will taper 


, off from its 1951 year-end peak, but that 
| the decline 


will be moderate. “The 
Seasonal decline in bank credit during 
the irst half of the year may be rela- 
tively small,” says Vice-President Roger 
F. lurray of Bankers Trust Company, 


January, 1952 
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here’s the basic question 


New York City, “and the volume of out- 
standing commercial loans is likely to 
remain at historically high levels. This 
suggests a firm tone in_ short-term 
interest rates for commercial borrowing 
and, on the whole, a fairly tight money 
position for the commercial banks.” It 
is expected that the loan drop will be 
brought about by a reduction in inven- 
tory loans, repayment of consumer loans, 
and a decline in the mortgage supply. 









Production checked inflation last 
spring, but inflationary pressures will 
continue to mount in coming months, 
according to Raymond Rodgers, pro- 
fessor of banking at New York Uni- 
versity, who adds: “The extent to which 
these pressures will be kept in check 
will depend on what is done about forth- 
coming wage demands and the amount 
of any new Treasury borrowing placed in 
the banks.” 

Bright farm picture. Farmers can look 
forward to 1952 as likely to be another 
year of generally favorable prices and 
sustained net farm incomes, says Frank- 
lin L. Parsons in the Monthly Review 
of the Federal Reserve Bank of Minne- 
apolis. In fact, he anticipates that gross 
farm income may reach a new peak this 
year and there may be a small increase 
in farmers’ net earnings, despite ever- 
increasing costs. 

A slight decline in construction activity 
has been forecast in the majority view- 
point of 114 economists polled by the 
F. W. Dodge Corporation. As compared 
with a monthly average of $2,529 mil- 
lion during the first eight months of 1951, 
they looked for $2,399 million in con- 
struction during the first half of this 
year and $2,304 during the second half. 
This indicates a six per cent drop in 
dollar volume. The expectation that 
second half activity would not match the 
first six months is not in accord with the 
views of Thomas S. Holden, president 
of the F. W. Dodge Corporation. He 
believes that there should be a definite 
uptrend of contract volume in the second 
half of 1952, if the anticipated improve- 
ment in the metals situation and con- 
sequent easing of controls take place. 

All in all, 1952 looks good to the busi- 
ness forecasters, with inflationary dan- 
gers threatened by another wage-pricé 
spiral being the biggest dark cloud on 
the horizon. 
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Inflation ws. Deflation 


Undoubtedly the foremost economic 
topic of the day is whether the United 
States economy, through political inter- 
vention group pressures, is headed for 
a constant series of inflationary doses 
or whether fears of a build-up to a 
severe deflation will prove justified. 

Both viewpoints were set forth, and 
some clear-cut conclusions were reached, 
in a series of three reports made to 
officers and customers of The Hanover 
Bank, New York City, by the well-known 
Dr. Marcus Nadler, consulting economist 
to the bank and professor of banking and 
finance at New York University. 

Copies available. Dr. Nadler’s views 
on the subject attracted such widespread 
interest that the series was combined in 
a single brochure that is available upon 
request. It is highly recomniended to 
bank officers, corporation executives, and 


3 





Leads the Batten 


Automobile registrations 
in Arizona gained 87% 
since 1941 — topping the 
country in percentage 
growth — another 
indication of Arizona’s 
increasing importance in 
the nation’s economy. 
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others having a big stake in future 
economic trends. Requests should be 
addressed to Mr. Don Hassell, Public 
Relations, The Hanover Bank, 70 Broad- 
way, New York 15, New York. 

It is Dr. Nadler’s firm conviction that 
the country “is not headed for permanent 
and continued inflation.” Furthermore, 
he does not believe that a major depres- 
sion with sharp commodity price de- 
clines and severe unemployment can take 
place in the future. 

“We certainly have not reached the 
millennium,” Dr. Nadler said, “and there 
is no valid reason to believe that we have 
learned to eliminate the swings of the 
business cycle. 

Less extreme. “The swings, however, 
will not be as wide as they were in the 
past and the duration of the downward 
swing will be shorter. Will the future 
bring permanent and continued inflation 
or a severe depression? The answer is 
‘neither.’ We may have some more infla- 
tion in the immediate future and we will 
have some serious declines in the longer- 
range future, but the extremes of the 
swing will be avoided.” 

In reaching his conclusion that the 
forces of inflation are temporary, Dr. 
Nadler stated: 

“They will continue as long as the 
defense program and the large capital 
expenditures by corporations last. Once 
these begin to taper off, the dangers of 
inflation will give way to those of de- 
flation.” 

However, Dr. Nadler recognizes that 
much of the inflation that already has 
taken place “thas become permanently 
imbedded in the economy.” 
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New Pension Plans Provide 
Inflation Hedge 
How can the growing army of persons 
living on pension incomes be protected 
against fluctuating living costs? 
Today’s predominately inflated econo- 
my has focused attention on this problem, 





and in recent weeks two specific plans 
have been announced as answers to the 
dilemma. 

Investment of retirement funds en- 
tirely in fixed-return securities works 
out handsomely in deflationary periods 
such as the early 1930’s, when the dollar 
bought more than had been anticipated, 
but it is hardly the ideal-solution as an 
inflation hedge. On the other hand, in- 
vesting everything in stocks, real estate, 
and other equities would be too much of 
a gamble on business trends. The solu- 
tions now being advanced represent a 
balancing, or compromise, between these 
two extremes. 

The perfect retirement income would 
deliver a “fixed amount of living,” in 
terms of groceries and other needs, re- 
gardless of fluctuations in their dollar 
costs. 

The I. D. S. plan—One noteworthy 
step in this direction is the new “bal- 
anced-income” plan announced by In- 
vestors Diversified Services, Ine., of 
Minneapolis, the nation’s largest group of 
investment companies. It combines both 
fixed and fluctuating income payments in 
a single package. The supplementary 
fluctuating income is provided by in- 
vesting part of pension fund contribu- 
tions in mutual fund shares and by 
distributing fluctuating benefits derived 
both from investment income and also 
from liquidation of shares on an actuarial 
basis during retirement. 

“Our plan makes practical use of the 
longstanding relationship between se. 
curities market prices and living costs,” 
explains Clyde J. Moore, vice-president 
in charge of Investors’ pension-planning 
division, who developed the program. 

Besides the variable income provided 
through investment in mutual fund 
shares, there would be fixed income de- 
rived from face-amount certificates of 
Investors Syndicate of America, Inc., a 
subsidiary. The certificates bear an in- 
terest rate of 25% per cent, with earnings 
being derived from investments in 
mortgages, bonds and preferred stocks. 


Relationship of the two trends is basis for pension innovations 
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CHASE SERVICES- Ivouud the Weld - 
Ateound the Cock, | 


Every hour of the day through its branches, representatives 
and thousands of overseas banking connections, the facilities 
of the Chase are being employed in the service of 


correspondents throughout the country. 


Chase serves you around the world ... around the clock. 


THE CHASE NATIONAL BANK 
OF THE CITY OF NEW YORK 


Member Federal Deposit Insurance Corporation 


January, 1952 
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SERVICE TO 
CORRESPONDENTS 


Credit information 


Around-the-clock mail 
pick-up 
Quick collection of items 


Participation in 
local loans with 
correspondent banks 


Dealers in State and 
Municipal Bonds 


Execution of security 
orders 


Analyses of investment 


portfolios 
Safekeeping of securities 
Full foreign services 


Many personal services 

























































“Ou Field Wawheusing 


We Like 
St. Louis Terminal’s 
Bond Coverage’ 


You never find better protection than you get from 
St. Louis Terminal’s fidelity bond and warehouseman’s 
liability policy. Both of them are carried in one of 
America’s largest and strongest companies. 


Protection to $250,000.00 for each location is automatic. 
Where the exposure at one location exceeds $250,000.00, 
coverage is increased to full value of the inventory — 
also there are several other important added features. 


Get complete information from the office nearest you. A 
copy of the fidelity bond and warehouseman’s liability 
policy is available on request. All you need do is ask for it. 


ST. LOUIS TERMINAL WAREHOUSE CO. 


oo tte More Than a Quarter Century of Warehousing Service 
(Se Executive Offices: ST. LOUIS 2, MO., 826 Clark Ave. 






CHICAGO 3, ILL. KANSAS CITY 6, MO, CINCINNATI 2, OHIO 
First National Bank Bldg. Waldheim Bldg. Carew Tower 
MEMPHIS 3, TENN. DALLAS 1, TEXAS ATLANTA, GA. 
@ Sterick Bldg. Construction Bldg. Healey Bldg. 
O% - HOUSTON 2, TEXAS LUBBOCK, TEXAS 
MERCK West Bldg. Lubbock National Bank Bldg. 























The T. I. A. A. plan—A similar vavi- 
able annuity plan, whereby the dollars 
now being invested in college retirement 
plans may more nearly provide ccom- 
parable purchasing power in years of 
retirement, has been developed by the 
Teachers Insurance & Annuity Associ- 
ation, New York City, which writes the 
retirement plans for 600 educational 
institutions throughout the United States 
and Canada. 

The proposal calls for the incorpora- 
tion of a College Retirement Equities 
Fund which would be restricted to in- 
vestment in common stocks of up to 
half of the total premiums paid for re- 
tirement purposes. 

During working years each participant 
would contribute a portion of his salary, 
matched by his employer, to an equities 
fund fully invested in common stocks, 
Dividends would increase the partici- 
pant’s accumulation. 

When a participant retires his accu- 
mulated fund would be used to provide 
a variable annuity’ benefit. Current 
prices and yields on common stocks 
would be used in valuing his variable 
annuity. Thus his income might be $1,000 
during the first year of retirement, 
$1,100 the second, $900 the third, ete. 
This would be added to the fixed dollar 
annuity benefit provided by the stand- 
ard TIAA contract. 

Here again, as in the Investors plan, 
the objective is to supply enough dollars 
in terms of current purchasing power 
whichever direction the economy moves. 
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For Better Credit Data 


Three years in the making, a new 
pamphlet on “Financial Statements for 


| Bank Credit Purposes,” designed to help 


bankers obtain adequate information 
from loan applicants, has been published 
by Robert Morris Associates. It not 
only covers bank data requirements but 
also makes clear why the information is 
needed and how it can be of value to the 
businessman as well as the bank. 

The practice of obtaining a compre- 
hensive audit report by an independent 
certified public accountant, sufficient in 
scope so that he can express an ul- 
qualified opinion of. the financial state 
ments of a business, is strongly et 
couraged. 

Many suggestions. Primarily, the 
pamphlet lists the various items o 
financial information desired by banks, 
and contains many suggestions as 1 
how the data should be presented. The 


| Associates project is the work of the 


Committee on Cooperation with Public 


| Accountants, and its technical aspects 





have been reviewed by a committee of the 
American Institute of Accountants. 
The R.M.A. realizes that the value of 
the pamphlet for improving credit data 
depends largely upon the extent 1 
which it is placed in the hands of 


borrowers and accountants. Thus it is; 


not only being sent to each member but 
also to practically all banks in the coun- 
try, and to approximately 15,000 certified 
public accountants. Copies are available 


from the Central Office of Robert Morris} 


Associates at 1417 Sansom Sireet, 
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stocks business developments and the trend of @ 

a the Japanese economy since the signing Are Your Commercial Loans 
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nae PROTECTED? 
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stand- 

ok Maybe they are secured by basic commodities. 

settee Maybe they are secured only by the general credit 

power standing of the company, and that may depend in good 


moves, part on the worth of its inventories—either raw ma- 


terials or finished goods. 


What happens if the value of those inventories drops 
suddenly and drastically? 


Look at the drop in cotton this summer—down 24% 
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em If that kind of a price decline suddenly hit the inven- 
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ompre- § of Representatives. Because a large part of the risk involved in carrying 
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ient § Japan will regain its position as a world | commodities—or the finished products made from them 
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BANK SIGNS 


IN DIGNIFIED BRONZE 


* * * 





Picture the name of your bank in en- 
during bronze ... the names of your 
personnel in desk plates of the same 
handsome metal. 

Let us show how we can give you the 
finest in signs, desk plates and bulletin 
boards at very economical prices. 

Send for free illustrated literature. 

* ~ * 


DESK NAMEPLATES 


SIZE ILLUSTRATED 2” x 10” 
ON BRONZE EASEL 


\ Mr. .ARRETT | 


COST $7.50 


* * * 
“BRONZE TABLET HEADQUARTERS” 


United States Bronze Sign Co., Inc. 





570 Broadway Dept. BM NEW YORK 12, N. Y. 



































Foreign financial officials with Budget Bureau’s John W. More (second from right), in 
charge of information program 


Point Four aid given on fiscal and banking management 


future of a hard working, industrious 


| people,” Mr. Hutchins concluded. 


| gram, under 


e e * 


**“Cook’s Tour’? of Finanee 
If your bank’s examiner comes next 


| time accompanied by a gentleman who 
| doesn’t speak English very well, 


you 
may find yourself the host to a friendly 


| nation’s minister of finance. 


It’s all part of a Budget Bureau pro- 
Point Four aid, to save 
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AUSTRALIA AND NEW ZEALAND 
BANK LIMITED 
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Following the merger of Bank of Australasia and The 
Union Bank of Australia Limited there are now over 
700 branches and agencies of Australia and New 
Zealand Bank Limited throughout Australia and New 


Zealand, in Fiji, 


and in London, equipped to offer 


overseas agents every banking facility and specialis- 


ing in the 
information. 


supply of economic 


and commercial 


Total Assets exceed £A400,000,000 
Principal Office for Australia and New Zealand: 
394 COLLINS STREET, MELBOURNE, AUSTRALIA 


Principal Office in New Zealand: 
LAMBTON QUAY, WELLINGTON, NEW ZEALAND 


Head Office: 71 CORNHILL, LONDON, E.C.3 


r Over 700 Branches and Agencies to serve od 








United States taxpayers money by ad- 
vising the finance ministries of Marshall 
Plan and Mutual Security countries on 
efficient fiscal and banking management. 

Large delegations. Literally hundreds 
of cooperating nations’ highest financial 
officers and technicians have come to the 
United States in the past five years to 
study our methods of fiscal management, 
central banking, private banking, budget 
planning and tax collecting. The nations 
of Europe tended to let their finances fall 
into disrepair during two World Wars, 
while nations of the “underdeveloped” 
class have never learned to take more 
than a hand-to-mouth -view of fiscal and 
monetary management. 

The average “Cook’s Tour” lasts about 
three months. Promptly on arrival each 
visitor is interviewed by the Budget 
Bureau, so as to determine what sort 
of orientation will best fit his needs and 
to plan his program accordingly. 

Interests learned. Since no_ other 
nation separates financial functions as 
clearly as ours, it is up to the Budget 
Bureau to find out whether the individual 
visitor’s interests lie in the direction of 
popular banking, central banking, public 
debt management, governmental budget- 
ing, or modern methods of collecting and 
auditing taxes. The idea is to show him 
the basic differences and sometimes con- 
flicting aims of these functions. Officials 
say that the foreign officials are usually 
quite unaware of these distinctions. 

Those visitors whose quest for know: 
edge falls into areas of banking are pr0- 
vided an orientation schedule that takes 
them through briefings and observation 
periods at the Treasury, the Federal De 
posit Insurance Corporation, the Reserve 
Board, and the regional Federal Reserve 
Banks. These agencies have responded by 
designing familiarization programs t 
show the visitors how the Americal 
system works. Chase National Bank and 
the National City Bank of New York 
have also been hosts to quite a number 
of the foreign financial technicians. 

Worthwhile results. Budget Bureau 
officials declare that they already se¢ 
the fruits of the effort in the improved 
quality of Marshall Plan and Mutual 
Security appeals by aided countries. 
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DANKING NEWS 








‘Coin Campaigns 


If each of the 38,788,000 families in 
America would release from hiding and 
return to business use just 10 one-cent 
pieces, over 1,260 tons of scarce copper 
would be saved. This fact, originating 
from the Director of the Mint, was high- 
lighted in a letter urging banks to co- 
pperate in a program to help alleviate 
the continuing shortage of coins. The 
program is suggested by the Bank Man- 
agement Commission of the American 
Bankers Association and the letter, 
signed by James H. Kennedy, chairman 
of the Commission and vice-president and 
cashier, Philadelphia National Bank, 
Philadelphia, points out that on the over- 
time basis that the Mint has been operat- 
ing, it would require five months of 
work to produce the 387,880,000 pennies 
that would be recovered if American 
families cooperated even to the extent 
of 10 pennies each returned to circula- 
tion. 

Bank stimulus. The Commission pro- 
gram suggests that America’s banks are 
the logical force to stimulate the drive to 
bring urgently-needed small coins out of 
hiding. Local banks can profitably launch 
publicity campaigns to induce their 
customers to clean out children’s banks 
and household savings receptacles and 
bring the coins to the bank. When cus- 
tomers do bring in coins, banks should 
not refuse to accept them because they 
are not rolled, the Commission cautions, 
To refused unrolled coins will only an- 
tagonize the cutomer and defeat the 
purpose of the drive. Banks themselves, 
in turn, should not hoard coins which 
are turned in, but should release any 
excess back into the banking system 
through their correspondent banks or 
Federal Reserve banks. 


“For the good of banking generally,” 
concludes Mr. Kennedy’s letter, ‘““‘we urge 
banks to do what they can in their com- 
munities to get customers to return to 
circulation coins which are now lying 
around unused. We also suggest that they 
urge local municipal officials to empty 
parking meters more frequently and re- 
quest vending machine operators to do 
likewise.” 

Good will gain. Some banks have al- 
ready responded to an earlier appeal 
from the Treasury Department for cam- 
paigns to shake loose hoarded coins. The 
Peoples National Bank of Lynbrook, New 
York, reports an excellent customer re- 
ponse to a “Pennies for Defense” cam- 
paign. An _ electric coin wrapping 
machine, operated by a special, costumed 
teller, was placed in the front window of 
the bank. A flag, bunting and signs an- 
nouncing the campaign, plus drawings 
of likely home containers of coins, such 
as piggy banks, cigar boxes, and cookie 
jars, formed a colorful display around 
the machine. In addition to this animated 
window, which exhorted customers to 
bring coins to the bank, see them 
wrapped and then exchange them for 
bills, the bank set up a special lobby 
exhibit showing the uses of currency 
and the items it will buy. 

Bank newspaper advertising for coins 
can also serve to bring new business 
into the bank as illustrated by the ad 
used recently by the Uniom Square Sav- 
ings Bank, New York City. The bank ad, 
reproducing a newspaper clipping telling 
of the current coin shortage, urged the 
public to bring pennies to the bank and 
use them as the start on a savings ac- 
count. Similarly, the cartoon-style ad 
used by the Baltimore National Bank, 
Baltimore, suggested that hoarded small 





Special - MEADVILLE DAYS only 


MES WERE EARLY THIS YEAT 


} 95 pennies 
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$1.00 
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Crawford County Trust Company 


ALL DEPOMTS INSURED UP TO 310,009 


coins could be used to buy a U. S. Sav- 
ings Bond or to open a savings account 
at the bank. 

A great deal of favorable publicity 
and some 276,000 pennies were the result 
of a three-day coin campaign conducted 
by the Crawford County Trust Company 
of Meadville, Pennsylvania. In a large 
newspaper advertisement, this bank of- 
fered to give a dollar bill for each 95 
pennies that were turned in. This bargain 
appeal was extensively publicized in the 
editorial columns of the local newspapers. 
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Banking Hours 


The California Bankers Association 
recently conducted a survey covering the 
communities in which banks initiated a 
Saturday closing program last year. The 
survey included 174 member banks, ex- 
cluding branches, and revealed that 50 
California banks now observe Saturday 
closing, with 124 remaining open. In 
this latter group, 106 banks gave compe- 
tition as their main reason for not clos- 
ing, while still others reported that 
Saturday closing was not in the best in- 
terests of their community and others 
were opposed in principle to the five-day 
week. 

The survey also brought out that all 
but one of the 50 banks that now practice 
Saturday closing intend to continue this 
program indefinitely on a year round 
basis. To make up for lost Saturday 
hours, the majority of these banks have 
extended their banking hours on Friday 
from 3 to 6 p.m. Differing from that 
majority, some 15 banks now offer varied 
schedules of Friday working hours, with 
one bank extending service from 3 to 
4 p.m.; two hanks from 3 to 5 p.m.; one 
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bank from 3 to 5:15 p.m.; four banks 
from 3 to 7 p.m.; three banks from 5 
to 7 p.m.; three banks from 3 to 8 p.m.; 
and one bank from 9 to 10 a.m. and then 
from 3 to 6 p.m. 

Personnel boost. Some bankers serving 
rural areas also reported a noticeable 
trend in their communities to Friday 
evening shopping, probably influenced by 
the new banking hours. 

A further investigation to determine 
the effects of Saturday closing upon bank 
personnel was made by R. A. Hamilton, 
assistant vice-president in charge of the 
personnel department of The Anglo Cali- 
fornia National Bank of San Francisco, 


whose findings were reported to several 
hundred bankers attending a recent meet- 
ing of Group Six of the California Bank- 
ers Association. 

“Saturday closings have reduced bank 
operating expense by cutting down on 
employee turnover,” said Mr. Hamilton. 
“The new hours have materially reduced 
the number of employee resignations, 
particularly from those seeking other 
employment in industry to get the benefit 
of the shorter work week. Before that, 
the first thing an applicant would ask 
us was, ‘What are your working hours 
and do you keep open on Saturdays?’ 
Now we are getting applicants of higher 
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19 of America’s 25 Largest 
Businesses are Shawmut Customers* 





The National Sh awmut B ank a y 


40 WATER STREET, BOSTON 


Capital and Surplus $30,000,000 





* Based on Sales Reported by Moody's Manual. 
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ENVO-CGIECK 


COMBINES A CHECK AND MAILING ENVELOPE 


m> plus a MAILING ENVELOPE 


@ As easy to issue as any 
regular Cashier’s Check 
or Bank Money Order. 


@ One-time carbon gives bank 
a duplicate copy of Check 
. . . speeds-up handling time. 


© Provides copy for purchaser. 
@ Printed with bank name. 


@ Consecutively numbered. 





Write for Samples 


1000 INC. 


2630 Payne Ave 
CLEVELAND, O. 


355 Marietta St, NW 
ATLANTA, GA. 


3206 Polk Ave 
Llelth} fe), Pani > & 





quality. All the banks contacted report 
that the new hours have given a big lift 
to employee morale, a factor increasingly 
important in the tightening labor market 
we find today.” 

Counter-trend. Meanwhile, a forceful 
step away from the five-day work-week 
was announced by Harvey L. Schwamm, 
president of the American Trust Com- 
pany, New York City. Mr. Schwamm dis- 
closed recently that a new American 
Trust branch, located in the Bronx, will 
be the first bank in the New York metyro- 
politan area to offer its customers com- 
plete and continuous banking services 
from 9 a.m. to 9 p.m. Monday through 
Friday and on Saturdays from 9 a.m. 
to 5 p.m. “We believe that banks should 
give realistic recognition to the con- 
venience of their depositors instead of 
forcing their depositors to do their bank- 
ing at the convenience of part-day bank- 
ing hours,” Mr. Schwamm declared. 

“We decided the convenience of our 
community would be better served if we 
did not follow the trend,” continued Mr. 
Schwamm. “We are taking the bank to 
the customers instead of making the 
customers suit themselves to the bank. 
A bank in reality is a retail service in- 
stitution. Banks generally are beginning 
to keep pace with the tremendous prog- 
ress in retail merchandising. In design- 
ing our new office, we asked the architect 
to keep in mind merchandising progress 
and to design the facade and the interior 
for eye appeal as well as for physical 
convenience of the customers. Particular- 
ly we wanted the bank to be outstanding 
and in architectural agreement with the 
stores of the neighboring merchants. We 
did not want the bank to be an ‘island 
of darkness’ but rather a definite unit in 
an area of attractiveness, eye appeal and 
brightness.” 
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Courting Correspondents 

The size and scope of bank-sponsored 
correspondent conferences increase yeal- 
ly as this relatively new form of busi- | 
ness relations project gains in popularity. 
The past few months have witnessed 
correspondent bankers meetings that 
might well rank with national conven- 
tions in attendance and in excellence of 
agenda. 

A new attendance record for The 
Pennsylvania Company for Banking and 
Trusts was set this fall at the bank’s 
eighth annual correspondents meeting. 
More than 400 bank executives from the 
Middle Atlantic states attended the all- 
day session held in the Warwick Hotel, 
Philadelphia. The program for the meet- 
ing included discussions on a_ wide 
variety of topics ranging from bank in- 
vestments and operations to the present 
situation in Europe. William Fulton 
Kurtz, president of The Pennsylvania 
Company, presided at both the morning 
and afternoon sessions. 

Subjects polled. More than 1000 bank- 
ers, representing 37 states and Canada, 
met at Chicago’s Morrison Hotel recently 
for the fifth annual conference of bank 











correspondents of The First National 
Bank of Chicago. The subjects covered 5 
in the lectures at this two-day session 
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If you had gone traveling in Egypt 
back in 2000 B.C., you'd have 
carried bread for money. Bread 
was the medium of exchange, and 


“4 for centuries services rendered 


' and goods bought were paid for 


in “breads,” But today, whether 
you go to Egypt or East St. Louis, 
you're smart to carry First Na- 
tional Bank of Chicago Travelers 
Checks — acceptable wherever 
travelers go. The only identifica- 
tion required is your signature, 


“Always carry 
First National Bank of Chicago 
Travelers Checks 


For more than forty years First 
National Bank of Chicago: Trav- 
elers Checks have been recognized 
and accepted all over the world. 


Inquire at your bank for First 
National Bank of Chicago Trav- 
elers Checks. Protect your travel 
cash —always carry them. Prompt 














First National Bank of 
Chicago Travelers Checks are... 


They're as convenient as cash. refund if lost or stolen. 


FOR ALL BUSINESS 
OR VACATION TRAVEL 














ATCH for these interesting, hard-selling ads in 

current issues of HOLIDAY and NATIONAL 
GEOGRAPHIC magazines. This is just part of our 
growing campaign to increase the sale of First National 
Bank of Chicago Travelers Checks! 

Here are two, big, important reasons why you’ll find it 
advantageous to sell these checks which have had 
world-wide acceptance for 40 years: 

1) Your bank name is printed on every check free of 


Advertised 
Nationally! 


charge. No other travelers check gives you this oppor- 
tunity to promote publicity.on every transaction. 
2) You keep the entire sales commission —and the 
checks cost you nothing. 

Helping you publicize your bank name through our 
Travelers Checks is just one of the many services 
offered you by The First National Bank of Chicago. 
Why not join the family of correspondent banks served 
by the First? Write for information. 


The First National Bank of Chicago 


Your bank name is 
imprinted here when 
you sell First National 
Bank of Chicago 
Travelers Checks 
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SAVE 247, OF TIME 
In Machine Filling! 
‘STEED: &4TRONG 


TUBULAR 
COIN WRAPPERS 


ye for years by thousands of 
banks, here indeed is the per- 
fect tubular coin wrapper. Packs flat, 
to sove storage space, but pops 
open instantly and perfectly when 
pressed between thumb and finger. 
Six colors for six different coins, 
each fitting perfectly. One trial will 
convince. 








Free Samples 
Write today, to Dept. B 


The C. Le DOWNEY Company 


HANNIBAL, MISSOURI 
Worlda Largest Mp4. of Coin Wrappers 






































On circular turntable, one posting machine serves two windows 


were chosen last August in a poll of the 
correspondents and included talks on 
business and economic conditions, the in- 
ternational situation, the bond outlook, 
consumer credit pitfalls, bank admin- 
istration, special problems in the admin- 








A request on your letterhead brings 


complete details of how dynamic 
EnterTRAINment is reducing 


bookkeeping errors by training better 


bank bookkeepers! 


ENTEREM QL EFMENT, 1c. 


Directors: Arthur J. Linn, Edwin G. Uhl, James E. Potts 
734 15th St., N.W., Washington 5, D. C. 
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istration of smaller banks, plus many 
others. The meeting closed with a tour 
of the Chicago stockyards and an all- 
day inspection of the steel mills. 

As in the past, correspondents at- 
tending this Chicago conference were 
assigned to classrooms and grouped ac- 
cording to the geographical locations of 
their banks. The speakers, moving from 
room to room, delivered their talks to each 
group, giving everyone a chance to hear 
the talks and to participate in the dis- 
cussions. The visiting bankers were the 
guests of The First National Bank of 
Chicago at two luncheons, a reception, 
and a dinner. 

St. Louis and Atlanta. For the fifth 
consecutive year, representatives of the 
correspondent banks of the First Na- 
tional Bank in St. Louis gathered to hear 
a full program of lectures by nationally 
known guest speakers. This heavily-at- 
tended conference was held at the Hotel 
Jefferson in St. Louis. 

Similarly, the Ansley Hotel in Atlanta 
was the scene of the third annual co- 
respondents conference of The Citizens 
& Southern National Bank of that city. 
The program presented to the represents 
tives of the more than 600 correspondent 
banks of The Citizens & Southern Nz 
tional Bank included talks on_ invest 
ments, bank operations, and installment 
lending by executives of the guest bank. 
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Turntable Posting 

The speed with which a modern post 
ing machine performs transactions wé 
not necessary to handle the norma! vol- 
ume of traffic for the window posting 
operation of a new branch of the Fidelity 
Loan Corporation of Grand Rapids, Mich- 
igan. However, officers of the company 


realized that a mechanized operation 4) 


each of the branch’s two windows woul 


Burroughs Clearing Hous 








Janu. 

































































many 
. tour 


n all- =. 





S at- = 
were 

2d ac- 

ms of — 

















from ics 
0 each a] 
> hear 
e dis- Zz 
re the a 
ink of 
»ption, ae 
> fifth — 
of the 
t Na- © s 
o heat If your credit questions can be answered — 
ionally 
rily-at- 
Hotel the answers are here! 
.tlanta ‘ : 
al cor Over the years, The Pennsylvania Company has built up a 
itizens large credit file of firms and individuals in the Philadelphia 
it. city. area. 
esenta- ; : . : 
ondent That store of business and financial records is enormous. 
n Ne But size is not the end-all in this type of service. Our service 
invest: is complete, not just because of the amount of information 
11] ment in our files, but because we have connections in every part of 
t bank. the nation. We are well-equipped to handle foreign names ) 
—and we can service not only credit inquiries, but provide 
other facts as well. 
This is, of course, only one of a large number of services put 
to use by our Correspondent Bank “family.” If you’ll drop us THE 
n post a line, we’d like very much to tell you of the many ways we 
ns was can assist your bank. Or better than that—why not come to PENNSYLVANIA 
al vol- see us for an informal talk the next time you are in Philadel- 
pe phia? We’d like to meet you. COMPANY 
‘jdelitl 
., Mich- : 
ypany| . 
ti ; atl 23 Offices; Philadelphia for Banking and Trusts 
; woul Member Federal Reserve System e Federal Deposit Insurance Corporation Founded 1812 
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Quickly assembled, this mobile teller’s unit eases peak loads at the National Bank of Tulsa 


greatly increase efficiency and improve 
customer service. 

The problem was ingeniously solved 
by mounting a single posting machine 
on a circular turntable set between the 
two windows. A quarter turn of the 
turntable makes the machine available 
at the proper posting level for the use 
of either teller. There is a minimum 
amount of interruption of the tellers’ 
regular duties and either teller can com- 





 PAINT...IT’S 


There was a time when paint manufacturers 
contented themselves with a vague sort of 
“clean up, paint up” promotional program 
which, thru repetition, was intended to con- 
vey to us the importance of keeping our 
establishments freshly painted. It worked 
of course, after a fashion, but when they 
started talking about ‘‘color dynamics” and 
the significance of color itself in relation to 
industrial operations, they really introduced 
dramatization that lifted their product to 
new heights of appreciation. 


What prompts this testimonial is our re- 
vitalized paint-up activity, with its weighty 
decisions concerning the choice of ‘‘French 
Gray” as compared to “Off White’ or “Eye 
Rest Green’”’ as compared to ‘‘Vista Green,” 
or perhaps “Taffy Tan’’ as compared to 
““Cafe-au-Lait.”” Apparently there has been 
a meeting of the minds among our people 
because our Chicago boiler room now 
sparkles with a nice selection of grays, white, 
black and silver...with all valves and fittings 
a brilliant red. Our machinery glistens with 
greens and yellows, contrasting nicely with 
the red plastic nameplates of the operators. 
Our interior walls are no longer just walls 
but are more in the way of being harmoniz- 
ing backgrounds quite pleasing to the eye. 








plete a window operation in a few sec- 
onds, approximately one sixth of the 
time that was required to do the posting 
manually. 
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Peak Load Solution 


The problem of extra-heavy bank 
lobby traffic at periodic intervals during 





WONDERFUL! 


Yes indeed, we are sold on the value of 
paint but it took a well- planned merchandis- 
ing program to make us conscious of what 
paint would do for us. In a modest sort of 
way, we too have succeeded in dramatizing & 
a little piece of paper known as the bank . 
check. No longer is it something to be 
tossed across the counter to the customer. 
No longer is it an inviting scratch pad for 
grocery lists or memoranda. It has, in some 
measure at least, acquired its rightful dig- 
nity because its value has been enhanced 
by the printed name of the person who 
uses it. 























Dramatization is not at all out of place in 
the field of merchandising, and no service 
that we can think of lends itself more to 
this technique than the checking system of 
our American banks. The opening of a 
checking account is a milestone in the life 
of the individual. The continued use of 
bank checks in the settlement of all finan- 
cial transactions is a reflection of sound 
business judgment. The appreciation of Per- 
sonalized Checks by the person who writes 
them, the concern that gets them, and the 
bank that handles them, while created thru 
merchandising, is self-sustaining because, 
like good old paint, the value is apparent. 
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Manufacturing Plants at: 


NEW YORK, PAOLI, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 





the month has been alleviated at the Na- 
tional Bank of Tulsa, Oklahoma, through 
the use of an ingenious mobile teller’s 
unit. Designed by an employee of the 
bank, this mobile cage is used on approx- 
imately four days out of every month, 
two days in the middle and two days 
toward the latter part of the month when 
the deposit activity is about twice the 
normal daily volume. On these peak de- 
posit days, the mobile teller’s cage is 
handling from 500 to 900 deposits. 

Low cost. When not in use, the cage 
may be easily dismantled and _ stored. 
Two members of the bank’s maintenance 
crew can either set up the cage or dis- 
mantle and store it in about ten minutes. 

The cage is constructed largely of in- 
expensive white pine, with stainless steel 
deal plates and specially-designed plexi- 
glas grills. Built entirely by local car- 
penters, the mobile unit was finished for 
a cost of approximately $250. A sign 
over the cage states “For Deposit Only,” 
and points out that the mobile deposit 
windows have been set up better to serve 
the bank’s depositors. The National Bank 
of Tulsa has received many expressions 
of public approval of this low-cost, fast 
service unit. 
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Cheeking Innovation 

A new self-mailing, certified check 
has been successfully introduced by 
the Bridgeport-Peoples Savings Bank, 
Bridgeport, Connecticut, and __ several 
other financial institutions across _ the 
country. Called “Envo-Check,” this it 
novation consists of a check attached 
to a completely-formed envelope. The 
Bridgeport-Peoples Savings Bank has 
launched an extensive publicity campaig? 
to tell the public of the advantages 0 
this convenient service, according 1 
S. W. Hawley, vice-president of the bank. 
Newspaper advertisements, radio spo 
announcements, and _ poster _ boards 
throughout the bank plug the savings |! 


time and money that Envo-Checks offer 


to the person who does not have a regu 
lar checking account. Considered a! 
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WHAT PRICE 
INDIVIDUAL 
FINANCIAL 
SECURITY? 


THIS EMBLEM 
OFFERS INDIVIDUAL 
FINANCIAL SECURITY 
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HOW CAN PEOPLE SAVE MONEY 


WHEN ALL LIVING COSTS... 


RENTS... 


TAXES... 


FOOD... 


ARE HIGHER 


Christmas Club is the answer. 


The price of individual financial security is 
individual persistence, effort and patience. Be- 
cause it teaches the public lessons in thrift and 
primary economics, Christmas Club is the gate- 
way to individual financial security. Financial 
institutions all over the country are opening that 
gateway to their customers and prospective cus- 
tomers. 


Christmas Club members deposit regularly for 
fifty weeks of the year, dimes, quarters and 
dollars that they would otherwise have frittered 
away. Just before Christmas the accumulation 
of this money is returned to them in one hand- 
some sum. 


Christmas Club has given millions of people 


GUILDS SAVINGS ¢ BUILDS CHARACTER °¢ 
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their first introduction to financial institutions. 
Each year, Christmas Club, A Corporation helps 
channel millions of Christmas Club funds into 
financial institutions. 


Why not have a staff representative of Christ- 
mas Club, A Corporation discuss the Christmas 
Club plan with you? He has every system for 
efficient operation and a wide variety of proven 
advertising material to build a profitable program 
to meet your local needs. (No obligation, of course.) 


Christina lub 


Kk Corporation 
FOUNDED BY HERBERT F. RAWLL 
230 PARK AVENUE, NEW YORK 17, N.Y. 


BUILDS BUSINESS FOR FINANCIAL INSTITUTIONS 
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We specialize in Sepneatiintn of 
funds abroad for our banking 
friends with or without Foreign 
Departments. Our remittance serv- 
ices include commercial, benevo- 
lent and living expense payments 
abroad by cable, mail or airmail. 


Experience developed over the 
years, and close friendly relation- 
ships with worldwide correspond- 
ent banks are available to assist do- 
mestic banks to establish or extend 
their own remittance service. We 
welcome your inquiries. 
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BANK AND TRUST 
COMPANY OF NEW YORK 
Main Office: 37 Broad Street 


. Member: Federal Reserve System 
New York Cle. Se wer House 
Association, Federal Deposit 

Insurance Corporation 






















Are YOU Ready for a 
TAX INVESTIGATION? 











Not unless your records are systematically 
and safely stored . . . and readily accessible. 


\ FREE BOOKLET! 
Send for our MANUAL OF 
RECORD STORAGE 
PRACTICE, 
1. Tells how long to 
keep specific records 
for your protection. 

\ 2. Shows best procedures 
in record storage. 





No obligation. Just clip this ad and mail to 
us on your letterhead. Offer good only in 


U.S. and Canada. 


STORAGE BOXES 












For economical record storage Liberty Boxes, 
with 25 stock sizes, answer your problems. 
90,000 repeat users—positive proof of quality. 


SOLD BY LEADING STATIONERS EVERYWHERE 
BANKERS BOX COMPANY 


Record Retention Specialists Since 1918 
720 S. Dearborn St. © Chicago 5, Ill. 





















New self-mailing checks draw business prospects to the bank 


effective means of bringing new custo- 
mers to the bank, the Envo-Check plan 
embodies all of the advantages of Post 
Office money orders at a lower cost. 

Three steps. There is a definite reason 
for attaching an envelope to a check, says 
Mr. Hawley. Each year a tremendous 
volume of business is conducted by mail, 
using checks or money orders. Without 
a checking account, many people use 
post office money orders, ranging in price 
from 10 to 35 cents. With the new Envo- 
Check, the customer merely pays the 
bank teller the amount of the check and 
a 10 cent fee. Then the customer fills in 
the check using his own signature. When 
the check is mailed in the attached en- 
velope, the customer retains a stub record 
of the transaction. 


In addition to gaining the profit on 
each check that is issued, the bank gains 
through the number of new business 
prospects that the service draws. The 
Envo-Checks are prenumbered for speed 
in handling by the tellers, and are now 
available either with or without a one- 
time carbon which reduces processing 
time. 

Regular checking. A modification of 
the new self-mailing check has_ been 
adopted by the Casco Bank & Trust 
Company of Portland, Maine, as a spe 
cial checking account service, according 
to Elmer F. Clark, treasurer of the bank. 
Under the name of “PostaChecks,” the 
combination envelope-checks are avail- 
able to Casco Bank customers in packets 
of twenty, contained in a larger thumb- 


The check-envelope plan covers certified or personal checks 


































INQUIRE AT TELLER’S WINDOW 















Check the Convenience of the NEW... 


ENV“ 


ENVELOPE ATTACHED TO EVERY CHECK 





© You don't need s checking 
account to pay bills by 
check. 

© At this bank you can pur- 
chase ENVO-CHECKES... 
the new type check with 
envelope attacked, 

x © You may purchase ONE 
or SEVERAL. 

~ You pay only a small fee 
for eark check. 

© You protect your ‘unde. 

© You retain a tecord of each 

check issued. 


HERE'S ALL YOU HAVE TO DO WITH ENVO-CHECK... 
4. Poy ENVO-CHECK teller amount of check ond 10c, 
2. Fili in ENVO-CHECK, using your own signeture 
3. Mail check in envelope ... retain stub for your records. 


Come in and take advantage of ehis sale. convenient and economical 
service the next time you have one or more bills to pay by mail. 





STATE STREETS - GRIDGEPORT t. CONNECTICUT 
Depeste Gescurtend te Full By The Sevinge Becks Deperit Gemanty Fyad Of Conmrctant. tee 
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cut envelope on which the depositor can | 


enter a record of deposits and checks. 
In addition, this packet contains an 
“Orda-Check,” which is a form for order- 
ing another twenty PostaChecks by mail 
from the bank. This special checking ac- 
count service with envelopes is being 
heavily publicized throughout the terri- 
tory covered by the bank’s twelve offices. 
Lobby signs, newspaper advertisements, 
and statement stuffers, available through 
the supplier of the new combination en- 
velope-checks, are used to promote the 
system. 

Processing. The bookkeeping depart- 
ment of the Casco Bank has one tray of 
cards for regular accounts and another 
tray for special accounts and Posta- 
Check accounts. The accounts in each 
tray are in block proof. The ledger cards 
are all identical with the exception that 
the special and PostaCheck cards have 
a black tint at top for identification. The 
deposit slip used by special account or 
PostaCheck customers distinguishes these 
deposits from the regular accounts. 

While the PostaCheck system has been 
in operation for only a short time, Mr. 
Clark reports that a large number of 
depositors have already expressed a 
preference for the service. With the 
PostaCheck system, depositors have an 
envelope for every check they write. 
Should they hand out an occasional check 
in person instead of mailing it, they still 
have a good envelope for some other 
purpose since the check and envelope are 
two complete units, merely attached by a 
perforation. 

Both Envo-Checks and PostaChecks, 
together with advertising materials for 
promoting the systems, are available 
through Curtis 1000 Inc., which has 
plants in Hartford, St. Paul, Cleveland, 
Atlanta and Houston. Additional in- 
formation on these self-mailing checks 
may be obtained by writing direct to 
Curtis 1000 Inc., Capitol Avenue and 
Flower Street, Hartford 6, Connecticut. 
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The Bank Builders 


During its highly successful 38-year 
history, the well-known Bank Building 
& Equipment Corporation of America 
has completed more than 2,000 new bank 
quarters projects. Often credited with 
revolutionizing bank architecture, this 
organization is currently at work plan- 
ning, designing, and building some 200 
new banking offices. 

With headquarters in St. Louis, the 
Bank Building & Equipment Corpora- 
tion maintains divisional offices in New 
York City, San Francisco, Atlanta and 
Miami. The geographical extent of its 
work covers the continental United 
States, Mexico, Cuba, and many other 
Latin American countries. In the past 





six years alone, this organization has 
completed an average of one new quart- 
ers project every three days. 

The banker’s viewpoint. This unique 
company houses the largest number of 
licensed architects assembled under one 
too: in the entire United States. These 
men concentrate solely on bank architec- 
yite. Closely allied with the organiza- 
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With Bank of Ametica as your California cor- 


respondent, you are able to send your items for 
any of more than 300 \communities direct to this 
bank’s branch in those Idcalities. 

One account with either the Los Angeles or 
San Francisco office of Bank of America makes 
this time-saving Californig-wide direct routing 
service available. 


* Over 300 California communities have dne or more Bank of America 
branches. 


Bank of Anrerica 


NATIONAL {RUSTAS2 ASSOCIATION 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


























First American National Bank of Nashville, Tennessee 














Bank of Blasdell, Blasdell, New York 




















Wallkill National Bank, Wallkill, New York 




















City National Bank, Baton Rouge, Louisiana 


These handsome interiors 


tion’s architects are its specialized 
designers, who likewise spend their time 
exclusively in bank designing. In addi- 
tion to the designers and architects, the 
company has on its payroll a number 
of bank analyzation experts who spend 
the majority of their time studying the 
latest techniques in banking operaton. 
Most of these men are former bankers 
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Citizens Commercial & Savings Bank, 
Flint, Michigan 


are recent Bank Building & Equipment Corporation projects 


who look at bank analyzation problems 
from an experienced point of view. 
Modus operandi. When a banker con- 
templating a new building or moderniza- 
tion project calls for a Bank Building 
& Equipment Corporation representative, 
the first man on the job is a bank design 
analyst. This man makes a _ thorough 
study of the bank’s specific needs, draws 


rough sketches of the existing conditions, 
makes notations of the type of systems 
used, and discusses problems involved 
in the various departments with the de- 
partment heads. 

The analyst’s findings are then pre- 
sented to the Bank Building & Equip- 
ment Corporation’s Plans Board, com 
prised of experts in every phase of 
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Fidelity Savings & Loan Association, Seattle, Washington 
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First Federal Savings & Loan Association, 


Bloomington, Illinois 

















Exchange State Bank, Kansas City, Kansas 

















First National Bank, Gainesville, Georgia 














Vailsburg branch, Lincoln National Bank 
of Newark, New Jersey 
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Proposed quarters of First National Bank in St. Louis 


The same organization of bank designers also planned these new financial quarters 


designing, building, furnishing, engineer- 
Ing, etc. The Plans Board then makes 
specific recommendations which in turn 
are presented to the banker for his ap- 
proval. These plans are predicated upon 
the bank’s specific needs, considering the 
Systems in use at the bank. The com- 
pany’s Engineered Back-Counter Work 
department then makes its recommenda- 
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tions as to the type of back counter 
installations to be used. 

Both big and small. With original 
commissions approved by the bank, the 
company then makes rough sketches, and 
subsequently architectural rendering, 
showing precisely how the bank quarters 
will look when finished. 

The Bank Building & Equipment Cor- 


poration specializes in all types and sizes 
of jobs, varying in style from contempor- 
ary-modern to colonial. 


i ® * 


Editor in the Bank 


Unusual among bank careers for 
women is that of Frances Malmgren, edi- 
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Tek-tiv. 


U. S. & Foreign Pats. Pend 


Designed with 
all the features 
you asked 
for...the 
world’s 

finest 
non-slip, 
tamper-proof 
coin bag seal! 


Special 
Cord Cutting 
Notches 





1. Used by Federal Reserve Bank, 
Approved by U. S. Post Office. 

. Positive Tamper-proof Protection. 

Faster, Easier Sealing. 

Saves Hard-to-replace Coin Bags. 

Lower Cost!!! 


Write today for complete 
details and Free Samples 


SECURITY 
SEAL COMPANY 


144 W. 27 St. + N.Y. 1, N.Y. * AL 5-2745 
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Editor Frances Malmgren, right, discusses layout with “Liz” Everitt 


Lady-editors for the Bank of America employee publication 


tor of The Bankamerican, the picture 
magazine published monthly for the 
benefit of the nearly 17,000 co-workers 
of the Bank of America. As _ editor, 
Frances not only develops the story ideas 
but takes many of the photos used for 
interviews and articles in the publication. 
For example, whenever President L. M. 
Giannini calls the bank’s branch man- 





BRONZE, CHROME or inated acbusaeeioadamans CALENDARS 





for 
Counters 
and 
Safe Deposit 
Booths 
With 
KERR 
Pen Holders 
No. CK-2a Illustrated 


This superb, modern-styled Counter Calendar with hinged tops perks 





Replace your worn 
Celluloid or Cardboard 
Inserts with new 
NON-WEARING 
BAKELITE ENGRAVED 


Sizes You Use 
Address Dept. B 











LETTERS AND counter, 
NUMERALS Base Measurements: 22"' 
For Prices No. CKD-2.. 
Send Us Samples of No. CK-2a. 


up the appearance of any counter or booth! Contains lifetime Bakelite 
enameled and engraved inserts for days, months and dates. Furnished 
with genuine Kerr Fountain Pen sets which assure long wear. 


Your choice of Single or Double-Faced for one or both sides of writing 


x 6''—Height: 234"' (including 5/16'' thick base) 


.$76.090 (Double Face—with 4 Pens) 
.$45.75 (Single Face—with 2 Pens) 


(If desired in chrome, add $2.00 to each of the above prices.) 


Write for details of other all-metal PERPETUAL CALENDARS 
—with and without Pen Sets—for COUNTER and WALL use. 


Order Now—Limited Supply of Metals available! 
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agers together for a management con- 
ference, Frances is on hand to take 
the pictures for a Bankamerican feature 
story. 

Magazine’s growth. The bank has had 
an employees’ publication under various 
names and in different formats since 
August, 1917. The latest face-lifting 
was in March, 1950, when The Bank- 
american was transformed from tabloid 
newspaper format to a picture magazine. 
In making this change the management 
felt that the bank staff had grown so 
large that its diversified interest could be 
presented more fully through the picture 
magazine style, with two full-time edi- 
tors to develop human interest stories 
and feature articles. Frances, together 
with Associate Editor Liz Everitt, was 
given the assignment of producing an 
employees’ magazine of the highest qual- 
ity, geared to the tempo of growing Bank 
of America. 

In size The Bankamerican is 9” by 
11%”. The 32 pages of the October issue 
carried 195 photos and other illustrations. 
The 21,000 copies that are printed each 
month are mailed exclusively to the homes 
of employees, retired staff members, the 
board of directors and advisory boards 
throughout the state. 

Material sources. An attention-getting 
cover, showing scenes appropriate to the 
season, is drawn by an artist each month. 
A constant stream of news items and 
story suggestions flows into the editorial 
sanctum from Bankamerican correspon- 
ents in the branch offices, from news 
forms, letters and frequent question- 
naires, and is developed by telephone and 
through special interviews. 

In taking candid picture shots from 
the editor’s angle, Frances uses a Crown- 
Graphic with a F4.7 lens. By way of 
previous experience, she edited a campus 
publication at the University of Cali- 
fornia, covered the “police beat” for an 
Idaho daily, and served for two busy 
years as editorial assistant to Fred 
Yeates, assistant vice-president in charge 
of the bank’s publicity department. 
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The Canadian Bank of Commerce 


HEAD OFFICE — TORONTO 


STATEMENT AS AT 31%' OCTOBER, 1951 





ASSETS LIABILITIES 

















Cash on hand and due from Banks and Notes in Circulation.............. $ 24,151.16 
Ce Terre re ee $ 208,563,694.03 I hb ata 9s ae ge at Goln we ae dog: Bae 1,615,067,231.24 
Notes of and Cheques on other Banks 82,392,723.76 Acceptances and Letters of Credit (see 49,878,138.81 
contra) 
Government and other a Cie WII ow cos cvcavecs 2,614,275.50 
Pho ang “ke p mente vlc ( ee Total Liabilities to the Public. .. . $1,667,583,796.71 
ee ee a ee ee | Ee 30,000,000.00 
Call d Short L (Security held of sufficient 31 ,639,205.1 2 RO GES onc be ka aeee sea 30,000,000.00 
— OMT MOGIS marketable value to cover) Dividends declared and unpaid..... 770,404.43 
Total Quick Assets.......... $1,008,668,555.27 Balance of Profit as per Profit and Loss 
’ wa PR ss 5.5 56 bn a ee ee 5,743,414.73 
Loans and Discounts (Aj ju! previien ‘o§ 647,199,801.73 : 
Acceptances and Letters of Credit for 
Customers (See contra) ..-.-2-ee0% 49, 878,138.81 
POI, 5 8g aceon waewue met 22,158,598.11 
SD, 5.0ws' os ed eve eee eens 6,192,521.95 
TE. 6.40 ceeserweeues $1,734,097,615.87 Total Uebiiities. ....cccccesce $1,734,097,615.87 














PROFIT AND LOSS ACCOUNT 
Year Ended 3lst October, 1951 


Profits for the year ended 31st October, 1951, before Dominion Government taxes but after appropriations 




















to Contingent Reserves, out of which full provision has been made for bad and doubtful debts. ..... $8,378,339 84 
Less: 

Provision for Dominion Government taxes. ........... ccc cece cee ccceeeeees $3,005,000.00 

eres Dy. PUI iid 6 bs Ss 4 oO es Wace bea abe ee eee 1,350,194.38 4,355,194.38 
Se Ee re eS ee Te er $4,023,145.46 
OEE gc Kan bo ew ho ew RWee hau ee Suness 634%515 400100 be eee eee 3,000,000.00 
TE 6 6.6 od KAA RRA CORN aA eee $1,023,145.46 
Seren eee ae Gans Aces Dee G.,. Fis 5 x oes hh dea cae s beeseeerenscedebeuseseues 4,720,269.27 
Senmnce Prem and toes Accomnt Sle GCoteee,. TOG ooovc on vee cde ce teveesceeeevesiusesawes $5,743,414.73 

S. M. WEDD JAMES STEWART 
PRESIDENT GENERAL MANAGER 
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Building Children’s Savings With Television 


By WILLARD L. ECCLES 


Senior Vice-President, First Security Bank of Utah, Ogden, Utah 


= Sar CN PRONE Y 





INCE September 28, First Security 
™ Bank has been offering the children 
of Salt Lake City a child-level in- 
centive to save—with the UNK AND 
ANDY Television Show, a United Artists 
release, slanted at small-fry. Around this 
once-a-week, quarter-hour program we 
have built the Unk and Andy Savings 
Club, a savings merchandising plan de- 
signed to accomplish twothings: 1. To sell 
the value of saving to a highly impres- 
sionable age group. 2. To identify First 
Security Bank as a savings institution. 
Children’s savings clubs are not new 
to banking, what with such national 
figures as Hopalong Cassidy well estab- 
lished in the field. However, in the case 
of Unk and Andy, the television show 
had been used previously only for gen- 
eral advertising, and not as the nucleus 
for a Club, so that few ready-made ma- 
terials were at hand for exploitation of 
such an idea. 

Accordingly, Francom Advertising 
Agency who services the First Security 
Bank account was given the job of 
creating the campaign almost from the 
ground up. 

Before entering into the details of the 
construction of the campaign, it is per- 
haps well to mention first the show itself, 
and how youngsters participate. 

The leading characters are UNK, the 
sketching skipper of the good ship COPY 
CAT, and ANDY AUK, the little bird 
(Auk) who comes to life when UNK 
draws him from the letter ‘A’ during 
the first program. Throughout the follow- 
ing 25 programs, the succeeding letters 


Art 
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A dventures 





"he the 
UNK and ANDY 


SAVINGS CLUB 











Incentive savings program attracts small fry to the bank 


of the alphabet are used to fashion clever 
animals from ‘A’ to ‘Z’, as UNK AND 
ANDY, aboard the COPY CAT sail the 
Seven Seas to meet these new friends. 
Around the show has been built a tele- 
vision drawing contest, open to both 
members and non-members of the Unk 


and Andy Savings Club. 

Telecast on Friday afternoons at 5:15, 
children see a new animal each week on 
the show. The new character is used as 
the subject in the weekly drawing con- 
test, with $5 cash prizes going to three 
savings club members, and $2 savings ac- 








This certifies that 


UNK and ANDY SAVINGS CLUB 





1S NOW AN OFFICIAL MEMBER of the UNK AND ANDY SAVINGS CLUS AT 
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counts to three non-members. The six 
winners appear on the show to claim 
their awards. Entries are made by mail, 
and the judging is done by the Agency’s 
Art Director and a bank representative. 
Competition is divided into three age 
groups, ranging from 4-6, 7-9 and 10-12 
years. 

To join the Savings Club, youngsters 
are required to deposit $2 or more in an 
Unk and Andy Savings Account at any 
of the Salt Lake branches of First 
Security Bank. If the child has an estab- 


lished savings account with the bank, he | 


is still required to add $2 in savings, 
before becoming a member. Membership 
has been limited to children between 4 
and 12 years. 

Upon joining the Savings Club a child 
receives a badge of rank commensurate 
with the amount of his savings account. 





For a $2 deposit he is given an Ensign’s | 


badge, $10 merits the Lieutenant (JG) 
rank, $25 calls for Lieutenant rating, on 
up to Admiral of the Fleet for a $250 
account. Six categories are set up, with 
the incentive to save for additional rank 
promoted in all efforts of the Club. 

In addition to getting the badge of 
rank, Club members also receive a draw- 
ing book titled UNCLE JACK’S ABC 
ART ADVENTURES, a _ membership 
certificate, a picture of Uncle Jack and 
Andy Auk, a sheet of rules, and a savings 





pass book. All these items are presented | 
in a specially designed envelope, decor- | 


ated with appropriate Club emblems. 


To lend added distinction to the Sav- | 


ings Club, each office of First Security 
Bank in Salt Lake, has its own Unk and 
Andy Savings booth, set in the main 
lobby, decorated with Club insignia, and 
displayed in a nautical mood. 


Andy Auk, who is a puppet character | 


in the television film, has been reproduced 
for “live” opening commercials on the 
show itself. Perched on the rail of a 
“prop” ship, he talks directly to his 
young audience, and urges viewers to 
join his club. 

Preparation of the machinery for the 
Club started in early July of 1951, when 
the television assignment was first pre- 
sented to our agency. As a starting point, 
United Artists offered the art book men- 
tioned earlier. 

All other items were produced by 
agency personnel. Badges, certificates, 
savings book stickers, pictures and fold- 
ers were all prepared and produced for 
distribution by September 27th. 

Meetings were held in each of the five 
banks in Salt Lake to explain the pro- 
gram. To publicize the opening of the 
Club, we used radio, newspaper, tele- 
vision, direct mail, lobby cards, counter 
cards, elevator cards, window displays, 
news releases and transit advertising. 

The supporting campaign broke in mid- 
September, blanketing the entire city. 

Saturday, September 29th, the day fol- 
lowing the first telecast, 39 accounts were 
opened at the several offices of First 
Security Bank in Salt Lake. Mail re- 
sponse from viewers, who participated in 
the drawing contest, was heartening. In 
tne weeks that have followed, the chil- 
dren’s saving promotion has shown ex- 

ellent results, with a continued influx of 
etters and new accounts. 
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MODERN EARTHMOVERS 


Oni recently roads in 
the Belgian Congo have 
been constructed by na- 
tive hand labor under 
supervision of tribal 
chiefs and direction of 
the Public Works De- 
partment. However, the 
modern contract system was recently 
successfully applied by the Public 
Works Division of Kasai for the 
construction of 186 miles of new 
all-weather road in the Lomani area. 


Contract for this highway between 
Luputa and Kabinda was let to 
Societe Continentale et Coloniale de 


Construction. Work involves moving 
some 390,000 cubic yards of earth. 


LeTourneaus cut time, cost 


To build this road quickly and at 
low cost, SOCOL moved in the most 


















Note the big loads! Modern Tournadorz- 
ers have constant-mesh transmission, 
change speed without losing momentum. 
They push-load scrapers, 
handle = short-haul clear 
right-of-ways and pioneer jungle roads. 


[ij R. 


level fills, 
dirtmoving, 


Peoria, Illinois 


ournapull, Tournadozer 


modern of high-speed earthmoving 
equipment consisting of three 13%- 
yard Tournapulls and 3 Tourna- 
dozers with 2%-yard blades. These 
revolutionary LeTourneau dirtmovers 
move at high speeds on giant rubber 
tires instead of the slow speeds of 
old-style, track-type tractors. They 
are now being used successfully in 
all parts of the world. 


Tribesmen operate 


SOCOL machines are operated by 
native tribesmen, many of whom 
have never before even seen any 
kind of tractor. Yet, with the simple 
electric controls, they maneuver these 
33,000-lb. giants, maintain close 


grades and move earth at a rate 


comparable to skilled operators. 


As a result, SOCOL will complete for 


the Public Works Department and 
the citizens of Belgian Congo a 
modern high-speed highway in far 
less time and at materially lower 
cost than would have been possible 
with any manual or other machine 
method of construction. 


When you have dirtmoving projects 
to finance, check into modernization 
of the equipment fleet to be used. 
Both contractor and project are a 
safer loan risk if construction is 
handled with the new rubber- 
tired, electric-control LeTour- 
neau units now available. 


G. LeTOURNEAU, Inc. 


Trademork Reg. US 


Pat. Off. Exagif 
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Should we buy municipal bonds? 











HESE questions and many, with you on any banking prob- 
many more are asked of us lem you may have. 
almost daily in our relationships Sometimes this can best be 
with correspondent banks. done byletter, telephone, or wire. 
Should you feel that our back- Or perhapsa personal visit maybe 
ground of experience can be better—either here at our bank 
helpful we will be glad to work or by one of us calling on you. 


We will welcome an opportunity to work 
with you in whatever way will best fit your needs. 


Continental Illinois National Bank 
and Trust Company of Chicago 


LaSalle, Jackson, Clark and Quincy Streets 
LOCK BOX H, CHICAGO 90, ILLINOIS 


Member Federal Deposit Insurance Corporation 
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At Chicago, Fred F. Florence, chairman of the meeting, stresses need for sound customer counseling 


A. B. A. CONFERENCE MAKES ITS APPRAISAL 








CREDIT OUTLOOK tor 195? 


Foreseen: Inflationary pressures, a heavy 
demand for loans, spotty trade conditions 


ITH many banks nearing their 

loan limits the dominating theme 

at the Fourth National Credit 
Conference, staged last month by the 
Credit Policy Commission of the 
American Bankers Association, cen- 
tered more on the responsibility for 
not adding to inflation than on new 
business activities. 

Emphasis was on loans to expand 
production, and the need for continued 
wholehearted support of the Voluntary 
Credit Restraint Program. There was 
a general prediction that inflationary 
pressures would be strong in 1952, 
with credit demand remaining heavy. 
There were warnings that any letdown 
in voluntary restraint, perhaps in- 
duced by a Korean armistice, might 
open the way for more direct controls. 

The prevailing banker sentiment 
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By 
HARRY V. ODLE 


Associate Editor, 
Burroughs Clearing House 


was well summarized by A.B.A. Presi- 
dent C. Francis Cocke, president of 
the First National Exchange Bank of 
Roanoke, who maintained that so long 
as the government follows a hands-off 
policy on the private credit system and 
does not complicate matters by un- 
necessary controls and _ regulations, 
voluntary programs will always be 
most effective. “Once banking leader- 
ship understands what is needed for 
the best interests of our economy, the 
banking system will respond with ap- 
propriate action,” he asserted. 

Aside from broad agreement on this 


subject, the credit conference found 
the future difficult to appraise due to 
international uncertainties and the 
conflicting factors in the economy. 
“We are passing through one of the 
most perplexing periods of our nation’s 
history,” Mr. Cocke declared. “Our 
troops are committed abroad, but we 
do not know from day to day how much 
of our energies must be directed to- 
ward defense or war purposes, and 
how much can be set aside for regular 
civilian uses.” 

Nevertheless, President Cocke had 
some specific recommendations. Rec- 
ognizing that no defense can be built, 
no war can be won, and no inflation 
can be licked without maximum pro- 
duction, he stressed that bank credit 
must strive toward the goal of more 
goods and services. “In these days,” he 
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Some 900 bank officers gathered to “take stock” of conflicting factors in the economy 


added, “there is no room for specula- 
tion.” 

An equally important obligation, in 
Mr. Cocke’s opinion, is to sell bank 
customers the idea that they share the 
responsibility for sound uses of credit 
in this emergency. 

Credit Survey 

That the defense boom has had a 
spotty effect on trade conditions and 
loan demand was one of the findings 
of a survey made by the A.B.A. Re- 
search Council and Credit Policy Com- 
mission. The published results of the 
questionnaire, citing answers by more 
than 100 bankers in key areas, were 
summarized by Fred F. Florence, 
chairman of the Commission, who pre- 
sided at the credit conference. 

The soft-goods localities were cited 
by Mr. Florence, president of the Re- 
public National Bank of Dallas, as an 
example of how the current boom 
propped up by rearmament contracts 
has been far from uniform. Bankers 
in these centers have reported a 
marked slackening of wholesale and re- 
tail trade. In some instances this trend 
has induced a policy of liquidation of 
inventories, with a corresponding 


liquidation of bank lines. However, 
there have also been cases where it has 
resulted in inventories being built up, 
and demand for additional credit being 
experienced to carry such inventories. 

Besides their comments on trade 
conditions, the bankers surveyed were 
asked to give their opinions on the 
operation of the Voluntary Credit Re- 
straint Program. According to Mr. 
Florence, they reported that customers 
generally were cooperating in post- 
poning non-essential projects. Most of 
the banker suggestions offered were 
concerned with public relations aspects 
of the program. Recommendations in- 
cluded: Stepped-up publicity on a na- 
tional scale, presentation of case 
histories, and more activity at the 
community level in the form of cooper- 
ative bank advertising and banker 
talks before representative groups. 

The survey booklet, titled “What Is 
Happening to Bank Credit,” also con- 
tained numerous charts and explana- 
tory notes on recent loan trends. 
Copies of the booklet were distributed 
to the credit conferees. 


Economic Factors 
Considerable attention was devoted 


Cites opinions of more than 100 bankers on today’s loan trends 








WHAT [5 HAPPENING IN BANK LENDING? 


Facts and Figures and A Survey of Banker Opinion 
Concerning the Trends in Bank Loans 


The Fourth National Credit Conference 


Credit Policy Commission 
American Bankers Association 


Chicago, Illinois 


December 3-4-5, 1951 





at the meeting to prevailing and an- 
ticipated economic conditions, since 
they have such a large bearing on 
credit problems and policies. 

No marked inflationary spree but a 
mild 3 to 5 per cent rise in the price 
level this year was foreseen by Dr. 
Earl L. Butz, head of the Department 
of Agricultural Economics, Purdue 
University. In his opinion the price 
deflation that occurred during the late 
summer of 1951 has now largely run 
its course, although he warned that 
not every commodity will share in the 
recovery and some products will con- 
tinue to experience receding prices. 

As one encouraging factor, Dr. Butz 
does not think that the federal deficit 
in fiscal year 1952 will be as great as 
was feared. It is his belief that it will 
be under $5 billion, or less than 1.5 
per cent of the expected gross national 
product in 1952, so even if most of the 
deficit is financed through the banks 
it is likely to exert only a mild upward 
pressure on the price level. Dr. Butz 
is sanguine that by 1953 our national 
productive capacity will have increased 
to the point where it will be able to 
absorb high military requirements 
without inflationary pressure. 

While agreeing that the overall 
problem facing the banking system 
this year is likely to be one of holding 
in check inflationary trends, De Witt 
T. Ray, president, National City Bank 
of Dallas, asserted that this does not 
rule out periods of seasonal loan liqui- 
dation. “In fact,” he said, “the early 
months of 1952 may show a noticeable 
loan contraction.” 

Bank credit should be administered 
so as to contribute to economic stabili- 
ty, not accentuating either inflationary 
or deflationary movements, Mr. Ray 
pointed out. He believes that this prob- 
lem can be solved by orthodox, tested 
methods of credit control—particular- 
ly since the central bank through re- 
strictive open market operations has 
regained a measure of control over the 
volume of bank reserves. During the 
first half of 1952 at least, Mr. Ray an- 
ticipates no Treasury debt manage- 
ment problems that could force the 
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Federal Reserve to relax its firmer 
credit policy. He sees no additional 
legislative authority or emergency 
measures necessary in the current 
situation. 

In fact, Mr. Ray contended that 
definite progress toward economic 
stability had been made since the na- 
tional credit conference convened a 
year ago. A more sober, conservatively 
balanced attitude has replaced the 
speculative fever that then prevailed; 
this has been induced by such business 
factors as excessive inventory accumu- 
lations, absence of serious shortages, 
and a lag in defense expenditures. 

Tax Implications 

A warning that bank credit execu- 
tives should begin at once to check on 
such items as tax accruals and reserves 
shown on the operating statements 
of their customers, was powerfully 
sounded by Henry H. Heimann, execu- 
tive vice-president, National Associa- 
tion of Credit Men. He cited the pro- 
jection of cash positions as being of 
vital import. He also forcefully ad- 
vised bankers to scrutinize the man- 
agement ability of borrowers even 
more closely than in normal times, for 
the new high tax levy is forcing down 
net earnings even on today’s tremen- 
dous volume, raising the question of 
what will happen when sales decline. 

His talk took on political overtones 
when Mr. Heimann added that if he 
were a banker he would particularly 
resurvey his position in June or July, 
and get everything in shape for a pos- 
sible downturn. His contention was 
that if election day brings a change in 
the Federal government the period 
from November to January could be 
one of deflation, since the party cur- 
rently in power may not be so inter- 
ested in propping up prosperity. If 
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President Cocke (left) greets RFC 
Administrator Symington 


Among prominent participants at 
credit conference 


there is no party change he expects the 
government to continue spending but 
with less political urgency. In either 
case, Mr. Heimann advised banking 
and business to anticipate an economic 
hesitancy, and “stay close to shore.” 


Commercial Lending 


Banks should be extremely careful 
these days in making capital loans to 
business, because tax-gatherers may 
not leave a large enough margin of 
earnings to repay such loans. So ob- 
served E. C. Sammons, president, The 
United State National Bank of Port- 
land (Oregon), who added that an 
exception could be made in the case of 
Regulation V loans to finance defense 
expansion, since he considers that 
these can be made safely. 

There will be ample opportunity in 
1952 for commercial banks to lend all 
the money they wish to lend, Mr. Sam- 
mons believes, with defense expendi- 
tures being accelerated from here on 
out, offsetting a reduced output of con- 
sumer goods. 


DeW. RAY R. D. SIRAGUSA 
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Henry H. Heimann (left) and E. C. 
Sammons talk “taxes” 





Governor Powell of the “Fed” welcomed 
by Vice-President Brenton 


With loans of the commercial banks 
at last report totaling 36.62 per cent 
of deposits, Mr. Sammons feels that 
this leaves some margin to spare. How- 
ever, he points out that if the loan 
rise since 1946 should continue at the 
same comparative rate for another five 
years, the financial structure would 
certainly be in trouble. At the end of 


See CREDIT OUTLOOK—Page 65 


Speakers tended to emphasize voluntary credit controls, loans for maximum production 
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Throughout the state, bankers and farmers 
are meeting in the fields to find ways 
to turn wasted acres into pasture 


Kentucky 


nN BETTER - FARM 


66H ET’S stop recommending and 
start doing!” 

In 1946 this blunt suggestion 
for positive action spilled from Ralph 
Fontaine, executive secretary of the 
Kentucky Bankers Association, at a 
meeting of the association’s Agricul- 
tural Committee during a spirited dis- 
cussion of their program for the com- 
ing year. 

Today, as a result of this suggested 
“doing,” bankers and bank directors 
_ throughout Kentucky are inspecting a 
vast number of good and bad farm 
acres in every corner of the state and 
bringing their customers with them. 
This revitalized bank leadership is 
highlighting a land-retooling effort 
that can insure Kentucky’s agricul- 
tural future. Although in the past 
Kentucky banks have always been ac- 
tive in agricultural matters, they’ve 
now moved this bank spirit out onto 
the farm. 

Their association staff employs the 


Bankers ( 
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By ROBERT P. STEPTOE 


Public Relations Director, Kentucky Bankers Association 


only full-time agricultural representa- 
tive in any state bankers organization 
over the nation. In the first complete 
year of the new farm program, 1949, 
250 banks coordinated their time and 
energy by sponsoring and taking part 
in local farm meetings for over 18,000 
Kentucky farmers. Collectively, they 
spent approximately $14,400 providing 
lunches and snacks for the farmers. 
Over 1,000 bankers and directors have 
planned and participated in these lo- 
cal sessions. Since the beginning of 
the Kentucky Bankers Association’s 
program, the conversion of Kentucky’s 
borderline crop-land and wasted acres 
to fertile fields of pasture has been 
markedly accelerated. 

At the planning meeting in 1947, 
Ralph Fontaine introduced his ideas 


for the farm program. 

“The objective of this program is 
simple . . . do everything we can to 
make the work of agricultural agencies 
more effective. To accomplish this we 
need an agricultural specialist as a 
full-time member of the Kentucky 
Bankers Association staff. His job will 
be to contact all the agencies, farm 
leaders and bankers in Kentucky to 
evolve ways and means of working 
closer together.” 

“In the state of Kentucky,” Secre- 
tary Fontaine continued, “there are 
only a handful of banks with resources 
over five million dollars—57 out of 
401. That means we’re a state of small 
banks. Small banks are tied very close- 
ly to the farmers and their problems. 
After all, eighty percent of Kentucky’s 


Field trips bring bankers and farmers together to study good and bad farm practices 


Green Pastures meeting, designed to stimulate interest in converting marginal cropland into livestock operations 
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Farm specialist John Graham and KBA Executive Secretary Ralph Fontaine 





The program reaches into all of Kentucky’s agricultural counties 


income is directly or indirectly de- 
rived from agriculture. If we can get 
our members out on the farm, we can 
lick a lot of current bank problems— 
and not with a_ self-centered ap- 
proach.” 

“Just what are some of the farm 
problems?” asked one banker. 

“The whole problem,” Fontaine de- 
clared, “is bigger than any individual 
farmer or banker. Sort of an idea or 
concept of agriculture. Very briefly, 
here it is—the center of the Corn Belt 
lies to our North; the center of the 
Wheat Belt to the West; and the 
center of the Cotton Belt to the South. 
We want to help make our state the 
center of the Pasture Belt. Kentucky 
banks and the Kentucky Bankers As- 
sociation should take the lead in pro- 


moting this movement.” 

The committee kicked the whole idea 
around for awhile and finally bought 
it with a unanimous vote. The Execu- 
tive Committee approved and at the 
1946 convention, the KBA membership 
voted to take on the project. 

The program was calculated to show 
results in three years. An annual as- 
sessment of $16 per million dollars 
deposit of each member bank would 
finance the program and leave enough 
left over for a state-wide, coordinated 
radio advertising campaign. The more 
enthusiastic committeemen formed a 
sub-committee to take the plan to the 
members over the state. 

It was an ambitious undertaking. 
As might be expected some members 
were a little cool, others sort of 


dragged their feet. The sub-committee 
generated more steam because the trip 
over the state convinced them of the 
need for a farm specialist. They did 
a selling job, winding up with about 
fifty percent participation of all Ken- 
tucky banks, and enough funds, $10,- 
000.00, pledged to start. 

Finding the man was next. Know- 
ing he would make or break the whole 
project, they took some time on this 
hurdle. 

After six months of searching, in 
September 1947, the Kentucky Bank- 
ers Association picked John Graham 
of Princeton, Kentucky, as their Ag- 
ricultural Representative. They might 
have picked a number of others but 
they never could have picked a better 
man. An agricultural graduate of Uni- 
versity of Kentucky in 1924, he had 
been County Agent in Caldwell Coun- 
ty for more than twenty years. _ 


IS record was like a ‘“What’s 

What” of farm and rural com- 
munity activity. In 1940 the National 
Association of County Agents awarded 
him the Certificate of Distinguished 
Service. He knew every agricultural 
specialist and leader in the state and 
they knew him. 

As a director of the Farmers Na- 
tional Bank in Princeton, he knew 
something of banks and banks’ prob- 
lems. 

The idea of carrying new concepts 
of farming over the entire state was 
a real challenge. He accepted it. 

His approach was simple. “If we can 
bring the bankers and farmers to- 
gether on land where good practices 
prevail, we can help educate both on 
the economics of better land use. The 
state’s farm problems can best be 
solved by arranging to get all parties 
out on the farm. 

See KENTUCKY BANK PROGRAM—Page 70 


Bank interest in the state’s agricultural economy is far-reaching, widely-publicized 


Radio interviews, other publicity, cover progress of the KBA program 
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Eliminating verification of most savings 
withdrawals has been a major step 


Sr 





mining the Handling 


OL SAVINGS ACCOUNTS 


HEN we shifted from pen-and- 

ink handling of savings accounts 

to the dual system using ma- 
chines some years ago, our principal 
purposes were to achieve closer con- 
trol and more efficient operations. At 
the same time, we wished to do what 
we could to save the customer’s win- 
dow time and to hold down costs. 

Such a two-fold opportunity seemed 
to exist in handling withdrawals. If 
somehow we could bypass the time re- 
quired for checking back the passbook 
balance against the ledger card bal- 
ance, it would save time for the cus- 
tomer and for us. Obviously, such 
verification of balances would be nec- 
essary on some transactions. But if we 
could eliminate verification on most 
withdrawal transactions, the customer 
would get away from the window soon- 
er, and less work would be required 
of tellers and bookkeepers. 

As we knew of no bank with ex- 
perience with such a plan, we con- 
ferred with our bonding company, 
explaining that safety paper would be 
used in our pass books in order to 
detect erasures and that each teller’s 
machine would be equipped with val- 
idating symbols approved by the bank. 
These two major factors were consid- 
ered by the bonding company and they 
indicated that any losses incurred 
would be covered by our Bankers 
Blanket Bond. So we felt sure that it 
could be operated without any sub- 
stantial loss from uncollectible over- 
drafts, but we had to make up our 
own rules as to how it could be done. 

After thinking about it for some 
time, we made up our minds as to the 
dollar amount where we would draw 
the line between verification and no 
verification. Pretty much by guess- 
work, we decided to take a chance on 
$200. All withdrawals above $200— 
and, of course, all account close-outs— 
the teller would first check by tele- 
phone with the bookkeeping depart- 
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By 
LEONARD 0. ENGEL 


Treasurer, Provident Savings Bank of 
Baltimore, Baltimore. Maryland 


ment before handing over the cash to 
the customer. All sums of $200 or less 
would be paid out without verification. 

At that time we had just under 
100,000 savings accounts, and 15 of- 
fices. We equipped our tellers with 23 
window machines, and set up a central 
bookkeeping department in a down- 
town office with two bookkeeping ma- 
chines and three operators. The spare 
girl had the relief job, and also an- 
swered telephone calls. 

It turned out that there were a good 
many withdrawals above $200, and a 


correspondingly large number of tele- 
phone inquiries to verify the balances. 
However, we encountered only a very 
few overdrafts, and these arose not 
from weaknesses in the system but 
from the human tendency to make 
mistakes. We have never felt that any 
way could be devised to prevent this 
minimum of errors, without rolling up 
an expense that would be prohibitive. 

Furthermore, the few overdrafts 
were almost without exception for in- 
significant sums. We had no difficulty 
whatever in collecting any of these. 
We wrote to the customer explaining 
that we had made the mistake of over- 
paying him, and he promptly paid up. 

After perhaps two years of this, we 
decided we had originally been too 
conservative in our ideas. We raised 
the limit to $300, which cut the num- 
ber of telephone inquiries just about 


Centralized plan for computing and posting interest on savings 
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Not verifying balances on withdrawals under $500 has speeded service, reduced staff work 


in half. (The number of inquiries 
arising from close-outs was, of course, 
not affected.) Otherwise our experi- 
ence did not change. We made no more 
errors and permitted no more over- 
drafts than before. The overdrafts 
proved to be no larger than before, 
and the customers who received these 
turned out to be just as prompt pay 
as when we had drawn the line at $200. 


NCE again we raised the limit. 

Two years ago we began making 
unverified withdrawals up to $500 
against balances shown in passbooks. 
The number of errors, with consequent 
overdrafts, did not increase. 

In the intervening years our busi- 
ness has substantially increased. We 
now have 150,000 savings accounts, 
and proportionate increase in activity. 
Today four bookkeeping machines in 
the central ledger department with 


Validated tickets provide readily available interest 
information to tellers 


four machine operators, a supervisor 
and four clerks handle the business 
originating from 65 tellers. The clerks 
pull cards for the bookkeepers, handle 
all inquiries with resultant look-ups, 
and also maintain the master index of 
all savings depositors. 

The mechanics of this part of the 
system is extremely simple. Each cus- 
tomer account number has a letter pre- 
fix indicating the branch at which it 
originates, and the ledger cards are 
kept in tubs numerically, broken down 
by branches. Telephones are attached 
to these tubs. When a teller in, say, 
our Sparrows Point Office wants to in- 
quire about a balance, he dials the 
number of the clerk who handles the 
Sparrows Point ledgers. Or, if a Spar- 
rows Point customer comes into the 
Central Office and wants to make a 
withdrawal of more than $500, the tel- 
ler dials this same number for verifica- 
tion. We accept 
deposits at any 
office regardless 
of which is the 
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LEDGER BAL. at the central of- 
fice. 
We do not 


maintain elabor- 
ate statistics on 
activity, but in- 


629.95 a 


stead rely for guidance upon a week- 
ly count of activity during the 
period from 2 p.m. to 7 p.m. Fri- 
day, when we keep open for con- 
venience of customers who are un- 
able to use our regular hours. This 
shows that our ratio of withdraw- 
als to deposits at tellers windows 
is approximately 1 to 3 and of savings 
transactions to all other transactions is 
4 to 7. Our tellers handle 23 operations 
at a single window, including not only 
savings but also mortgage and per- 
sonal loan payments, purchase of 
checks, all the way to payment of 
public utility bills, and city tax pay- 
ments. 


ITH this wide variety of work, 

the tellers get more transactions 
to handle per customer than when the 
types of transactions are split up 
among specialized tellers. Our tellers 
handle an average of 40 customers per 
hour on busy days, and they average 
21% transactions per customer. The 
time required for a deposit which has 
no complications is 30 seconds, and for 
a withdrawal under $500 is 45 seconds; 
the difference comes with the need to 
verify withdrawal slip signatures 
against the signature cards. 

One other method that we use in 
our dual plan machine handling has 
caught the attention of a good many 
visiting bankers. This is our system 
for computing and posting interest on 
savings accounts, which provides us a 
complete computation and posting of 
interest on the first day of the interest 
period. Thus it is possible for us to 
enter interest in the very first pass- 
book that a customer presents at the 

See SAVINGS OPERATION—Page 72 
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acterized as the Atomic Age, the 
Supersonic Age, the TV Age, and 
in many other terms reflecting our 


7” was era has been variously char- 


With the aid of an outside specialist, 
The Hanover Bank developed an outstanding .. - 


bank Program tor 
CORRESPONDENCE IMPROVEMENT 


By DANIEL R. HOWE 


Personnel Department, The Hanover Bank, New York City 





With well over two million letters 


scientific development. From a busi- 
nessman’s point of view, it should also 
be characterized as the Age of Com- 
munication, for never has the impor- 
tance of transmitting facts and ideas 
to others been more emphatically 


small, have concentrated on training 
employees in the use of the spoken or 
written word. Since The Hanover Bank 
is one of these, its program for cor- 
respondence improvement may be of 
particular and pertinent interest. 


a year going out of the bank, there was 
obviously a sizable problem involved, 
and the problem went far beyond the 
style and format of the letters with 
which the bank had concerned itself 


necessary to the success of a business 
organization. Likewise, the success of 


in its training of stenographers and 
typists. How to develop and improve 





an individual in business is more de- 
pendent than ever upon his ability to 
communicate, to express himself orally 
or in writing. 

In recognition of these 
number of corporations, 


axioms, a 
large and 


Better letters 


THE COVER 


bulletins extend cor- 
respondence training to all members 


of the Hanover Bank Staff 


the creative part of the bank’s letter 
and report writing was the real prob- 
lem. 

A definite course, or series of 
planned meetings, seemed to be the 
best solution. But who was to give the 





Actual problems in letter writing supplement class discussion and lectures 





PROBLEM 4 


Assume that you are the Assistant Cashier of the 
Broadway National Bank of New York City. It is the busi- 
ness policy of your bank to charge $2 a month for service 
if the depositor's balance averages below $500 for the 
month. Mr. R. B. Morse of 942 West 64th Street, New York 
23, N. Y¥., has been a depositor for two years. Although 
his account is active, his balance on deposit during the 
past three months has averaged only $350. Write a cour- 
teous letter to Mr. Morse in which you tactfully explain 
your policy and why you will be compelled to charge him 
$2 a month for service unless he increases his average 
balance to at least $500. 


SOLUTION TO PROBLEM 1 
(for discussion) 
Dear 


Mr. Morse: 


In reviewing your account, we observe that for the past 
three months balances on deposit have averaged $350. 





You may recall that we ask our customers to maintain, if 
possible, a minimum balance of $500. We realize of course 
that this is not always convenient for some of our deposi- 
tors and, therefore, while we are glad to have them make 
full use of our facilities, we find it necessary to impose 
a charge of $2 per month in order to compensate at least 
in part for the cost of our services. 


As we prefer not to apply the service charge, we hope 
that you will be able to increase your average monthly 
balance to the required minimum before we mail our next 
statement. 


You may be sure that we are pleased to have your account 
and hope that we shall be privileged to serve you for a 
long time to come. 






Very truly yours, 






















































































PROBLEM 2 


Rewrite the following tetter for better tone and style: 





Dear Sir: 







Receipt is acknowledged of the card which we asked you 
to fill out in order to enable us to open the account 
which you recently requested. 






Unfortunately, there will be a slight delay in opening 
your account because you forgot to sign your name to 
it. We are returning the card with this letter and ask 
that you kindly sign your name to it and mail it back 
to us at once. 










alia iabred a 






Hoping this will not put you to any great inconvenience, 
we are 









Very truly yours, 





SOLUTION TO PROBLEM 2 


(for discussion) 








Dear Sir: 








Thank you for returning the card we asked you to fill 
out so that we might be able to open the account which 
you recently requested. 










All the information you have given us is in order, but 

we note that your signature is lacking. As soon as you 
sign the card which is enclosed and mail it back to us, 
we shall be pleased to open your account. 








Please be assured that it will be a real pleasure to 
have the opportunity to serve you. 





Very truly yours, 


Burroughs Clearing House 
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Lecturer for the course is Professor J. Harold Janis of New York University 


The case history technique brings out letter writing principles 


course? Although the bank had an 
organized training section within its 
personnel department as well as a 
number of top-notch letter-writers 
throughout the staff, there were cer- 
tain obvious advantages to having an 
“outsider” conduct the course. For one 
thing, a professional instructor would 
naturally be a specialist on the sub- 
ject, whereas the bank’s best letter- 
writers were primarily bankers, not 
teachers. Secondly, a person from out- 
side the bank could bring to the pro- 
gram a fresh point of view and per- 


spective on the subject. 

It was natural to look to the local 
universities for the man to conduct 
the course, and the bank was fortunate 
enough to secure the services of J. 
Harold Janis, Professor of Business 
English in the School of Commerce, 
Accounts and Finance, New York Uni- 
versity. Mr. Janis not only had the 
reputation of an accomplished teacher, 
but was experienced as an author and 
consultant in business correspondence. 
In fact, a textbook of which he was 
co-author, Handbook of Business Eng- 


lish (Harper & Bros.) was later to 
serve as the basic course reference. 

In conjunction with Mr. Janis, the 
course was laid out to include a series 
of twelve one-hour meetings held once 
a week for a maximum of 18 persons 
at a time. The meetings were to be held 
on bank time in the early morning. 
In addition, Mr. Janis agreed to be on 
hand for the remainder of the morn- 
ing for individual consultation with 
the participants and others. 

The course is named, appropriately 
enough, “Bank Correspondence.” A 
group of personnel officers, with the 
help of the operating heads of various 
divisions or departments of the bank, 
selects the members of the staff to be 
invited to attend the course each time 
it is given. The invitations are not on 
the basis of known skills or deficien- 
cies, but rather with the intention to 
cover aS wide a range of the bank’s 
letter-writers as possible in order that 
all areas of work may be reached in 
unison. No attempt is made to give 
preference to rank, and each group has 
consisted of a mixture of officers and 
non-officers. The bank, in its selection 
of participants, originally made pro- 
vision for assuring some similarity in 
educational background and length of 
service. As the program developed, 
even this has been found unnecessary, 
as a diversity of interests among the 
group provides a stimulating saltiness 
to the class sessions. In general, the 
only firm criterion in the selection of 
course participants has been how the 


Periodic bulletins keep all employees conscious of correspondence classes 











Better Letters Bulletin A Case of WEasles 


Better Letters Bulletin 








Mrs. Grace Featherstone 
157. Heights Road 
Tuckahoe, New York 


Dear Mrs. Featherstone: 


upon with the insurance company. 


days from now. 





August 8, 1951 


(Ware returning herewith policy #N 493 62 414 
vnich(fe) have had countersigned. (We) regret that(we) could 
not a¢coaplish this sooner, but (we)are required in cases 


such as these to follow a procedure wnich(we) nave agreed 


(We)are also enclosing an endorsement form to be 
signed in connection with policy #P 319 20 144, vnen(*e) 
receive this, (ve) snail forward it to the assignee. Then, d 
,as ‘soon as (fe) nave the fora properly countersigned, (we) shall 

‘ attach it to the policy. Barring any unforeseen complications, 


(2) snowie be able to send back this second policy within ten 


9—Ciours)very traly, 


First National Bank 
Canfield Falis, New 


Your re: 


Dear Mr. Cooke: 


neceipt 
tive to the ehov? 


Trusting 
and other matters, 





ANTIQUE BANK AND TRUST COMPANY 


Mr. Thomas B. Cooke, Vice President 


Re: Our D-85179/324 Estate of James A. Stone, deceased 


4s acknowledge 
described colle 


Please be adv 
our London Office in ised that we are in re 
Solicitors hope to re 
deceased, within the 


that as soon as any f; 
‘ urther news reg 
they shall again communicate ith ending this matter ie available 


NOTHING BROADWAY 


New York, N. Y¥. 
dune 4, 1951 


York 
No. 42815 


ela- 
d of your jetter dated May 29 6 
‘ . 


ctions+ 


ceipt of a letter f 
hi geen to our tracer informing us that their 
ve Probate of the Will of James 4. Stone 

next two or three weeks. They further Btate 


us. 


is 
that we may continue to be of service in th 
we remein 


Very truly yours, 


AW WW 


» Waverly Surfington 
Assistant Vice President 














January, 1952 








Glancing at this letter, yo. have 4 feeling of seasickness. Reading 
it, you feel even more at sea. No wonder, for there are barnacles — 
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By complimenting a staff member whenever he writes a letter that you con- 
Sider distinctive and effective. Aliso, by passing such a letter around 

to other letter writers in your department and encouraging them to emulate 
it. 


In what ather ways can I help to get better letters from my group? 


A Memorandum on Bank Correspondence 





TO: Officers of Central Hanover Bank and Trust Company 
FROM: J. Harold Janis 

By not tnsisting too much that a certain pattern be observed or that cer- 
tain set phrases be used. The quickest way to kill a good letter writer 
is to insist that there is just one way to phrase an idea. The letter 
writer soon gets the feeling that any show of initiative of originality 
is futile. 


Can you give an example of what you mean? 


I have just concluded the second course in dank cerrespondence for 
Central Hanover’s ietter-sriting personnei. Since the suceess of any such 
course dveren¢s in a large measure on the cooperation of the letter-signing 
officers of the bank, I showld iike to take this seans of inforsing you of 
sowe of the things the course has tried to do and ef sowe of the says in 
which you can help to make certain that the alas of the course are fulfilled. 


I can give you several. One correspondent wrote, “I shall be very glad 
The question-and-answer technique is used serely as 2 watte- of convenience. i 


.” His superior asked him to change that to “I shall be very happy 


What was the aim of the course? 


the bank. 





To train bank personnel to write letters that combine the qualities of 
accuracy, clarity, and dignity, and at the same time aake friends for 


Do you have any major criticism of the oank'’s ier 
Many of them are too cut and dried. They perform their tasks in what 
appears to be an efficient manner, but they are too often stilced in 
their style and lacking in warath and friendiiness. 


the letter? 


TOF 5. ea? 


The bank #il! go 





indeed . . .» Was the change worth the chagrin 1t caused the writer of 


Another staff neubder wrote, “I appreciate your thoughtfulness and thank 
you for .. .” The correspondent’s superior insisted that the passage 
should read, “I appreciate your thoughtfulness and want to thank you 


In another instance a bank officer insists that “we” and “I” be studi- 
ously avoided, especially at the beginning of @ sentence. Although it 
is true that these pronouns can be overworked, the attempt to avoid them 


T 


out of its way to greet a customer then he visits the bank, hut it is often results in stiltedness. For example, “We keep no record of these lat 
not unusual for the same customer to be given the gost routine and per- dates,” is a good deal simpler and sore personal than“ This is to advise th 
functory treatwent in the letters he receives from the bank. you that no record of these dates is kept by us.” 
How did the course try to overcome this fault? In stilt another instance, an officer will prescribe a redundant opening m: 
- — ” 
By teaching the necessity of looking at a letter with a fresh point of paren S1ke yaad: ee: Se pig —cbeiachingg ane Senee ee ey ee Perle oa 
view--as if the Situation it covered were being handied for the first MEN BEB. SASTEE of fact, “ Thank OS SUE. ONE RONRRE sx: 3 st sasgabine oh ad 
time. In that way the writer gets out of the rut that he has worked wettafectory. (The  Chaak you inet eee CECCARE GF SRS TETRERS 2G 8: SOP of 
his way into, and produces letters that sound original, friendly, human. AEGIS: SEQRSUTORERORE 15 HOt. HEtessEry. > sit 
Can’t this “Fr sendly” stuff be overdone? A-a-n: egg Wis — ; ai . , ‘ st x 
. » tenes 3 " Just this. very time you read a letter written for your Signature, an 
ah dmkeh dgdeiaditas dae caeatronner amenwenns "ee io Wa ake Ghee you want to change it, why not make this your criterion: “*will my change 
of reader, and the nature of the letter : make the letter sore accurate or gore effective, make it a better repre- ba 
: i = sentative of the friendly service of the bank?” : 
How does the course concern me? eri 
And one gore point -- | 
Some of those who have taken the course say be writing letters for your 4 st 
Signature. Naturally, they want to apply to these ietters the princi- Ye 
ples they learned in the course. You can help thes by encouraging thea The ability to write, wore than any other skill practiced in the bank, qu 
in this effort touches a man’s pride. Make your staff glad they’re writing letters for B 
In what way can this encouragement be given? = > 
da 
on 
: ca 
Early in the program, ways to improve the bank’s correspondence became apparent to 
bank’s interests could be served best’ effective letter-writing. This outline question-and-answer interchange, the id 
in the long run. was later consolidated and printed in memorandum outlined the aims of the Wi 
Here is a general idea of how the a short booklet called “Bank Corre- course, general criticisms of the bank’s ba 
course is conducted for each group: spondence,” which has served asa use-_ letters as a whole, techniques used to sp 
Every member is asked to bring to the ful guide for subsequent groups and_ effect improvement through the course, he 
first class extra carbons of recently for the bank as a whole. and the means by which those not in- m 
written letters. During the course he At the conclusion of the second timately familiar with the program to 
keeps saving extra copies for construc- series of meetings, after the “gradu- could assist in encouraging develop- ta 
tive criticism in private from the in- ation” of a total of 35, Mr. Janis ad- ment of better letter-writing. The 
structor. From the instructor’s point dressed a memorandum to all officers memorandum in itself was an effort ge 
of view, these letters serve to identify of the bank to inform them of “some _ on a small scale to communicate the ge 
the type of work and writing problems’ of the things the course has tried to purposes of the course beyond the sh 
encountered by the individuals. do and of some of the ways in which limited number of those who had par- su 
you can help to make certain that the ticipated directly to that date. As a va 
HE one-hour meetings are adapted aims of the course are fulfilled.” By a matter of fact, the continued interest pa 
by the instructor to the make-up of of senior officers has not been lacking bu 


the group, but cover in general the 
established principles of letter-writing, 


Guide to effective letters 








and has added materially to the spirit 











of the program. le 
including adaptation to the reader; the But with the attendance restricted je 
essential qualities of clearness, con- by the small-sized classes and the sa 
ciseness, correctness, courtesy, and fact that only two courses could be 
character; and unity, coherence, and held from September through April on th 
emphasis. The meetings consist of lec- BANK a weekly-meeting schedule, there still ad 
ture and discussion, but the lectures CORRESPONDENCE remained a vast portion of the staff in 
follow the case history method of in- who had felt only the indirect benefit ba 
struction and there is no talking of the program. How could they be ex- 19 
in bland, unmeaningful generalities. posed immediately to more of it? One in 
a is — yas = ine way was through the bank’s magazine, of 
work, most of which consists of short but there was another and possibly 
reading assignments and writing let- better way—the issuing of periodic ve 
ters to cover problem situations. In “Better Letter Bulletins” so that all ad 
class discussions, the written work employees could see them. re 
of the class members is never identi- Accordingly, a special bulletin board v 
fied by name. Personal help is given was set up in a prominent position out- 
confidentially during the one or more side the employees’ dining rooms in 
private conferences scheduled with the the Main Office. This bulletin board ( 
instructor for each individual in the now carries bi-weekly a printed illus- u 
course. tration of one fundamental principle 
As one of its assignments, the first ae ere of good letter-writing at a aa. Copies pn 
group of bank personnel to participate SE AND TRUE CMT ANY of each bulletin are distributed to all 
in the course helped in the preparation branch offices as well. These “Better " 
of an outline of salient reminders for See CORRESPONDENCE PROGRAM—Page 69 U 
56 Burroughs Clearing House la 
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Tax Questionnaire 

A confidential questionnaire, circu- 
lated among 1,500 selected banks 
through the regional Reserve banks, 
may hold the key to possible tax law 
adjustments aimed at relieving banks 
of an inequitable excess profit tax 
situation. 

The 1,500 banks were chosen on the 
basis of obtaining a fair and accurate 
cross-section of the nation’s 14,000 in- 
stitutions. In its announcement of the 
questionnaire, the Federal Reserve 
Board said it sought to obtain “factual 
data for studying the effect of taxation 
on the ability of banks to improve their 
capital positions out of earnings and 
to attract new capital.” 


American Bankers Association Pres- | 


ident C. Francis Cocke followed up 
with a letter to each of the queried 
banks asking them to be sure and re- 
spond to the quiz. “This is a project,” 
he said, “to obtain information which 
might be presented, in summary form, 
to Congress as a basis for considering 
tax relief for banks.” 


“At a time when bank assets are | 


generally conservatively stated and the 
general asset position strong, bank 
shares are in most cases selling at a 
substantial discount from the real book 
value because earnings are not com- 
parable with those in other lines of 
business,” Mr. Cocke explained. 

Nevertheless, many banks, both 
large and small, find themselves sub- 
ject to excess profits tax, Mr. Cocke 
said. 

He described as the “‘basic inequity” 
the fact that banks generally cannot 
advantageously use the “average earn- 
ings” method of figuring their profit 
base, because the base period of 1946- 
19 was a time of relatively low earn- 
ings for banks compared to other types 
of business. 

This forces banks to use the “in- 
vested capital” method, Mr. Cocke said, 
adding that banks are the “only large 
remaining group using this method 
which has not been given relief.” 

During tax bill hearings before the 
~enate Finance Committee, the situa- 
‘ion confronting the banks was dis- 
cussed at some length, but it was ap- 
parent that the Committee was not 
provided adequate factual information 

which to write a banking relief 
‘/mendment. No action was taken. The 
urpose of the current survey is to ob- 
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By N. P. GREGORY 


Washington Correspondent 


tain the necessary information. 

Mr. Cocke said that the “invested 
capital” feature is not the only tax law 
provision which needs correction. He 


said that the banks are made to suffer 
partly because the Treasury has with- 
drawn the “favorable treatment” that 
banks enjoyed when partially tax 
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exempt Government securities were 
freely available. 

The questionnaire, therefore, seeks 
statistics, not opinions. The banks are 
asked to extract certain figures from 
their 1950 earnings and dividends re- 
ports and their tax returns; also to 
estimate what the same figures will be 
on their 1951 reports. There are 23 
general items, some having as many 
as seven sub-items, all packed into a 
4-page mimeographed form. Mr. Cocke 
said, “I think the officer who handles 
your taxes will not find the replies too 
difficult.” 

The banks are asked to delve into 


records as far back as 1945, and to list 
their net current operating earnings, 
their State and Federal income tax 
payments other than excess profits 
taxes, and their total capital accounts. 
They are also asked to disclose con- 
fidentially their recent capital history. 
Market prices of shares, number of 
stockholders, book value versus real- 
ized price on recent new stock issues, 
and such details as annual income from 
inadmissible assets. 

On the basis of the bank’s filled-in 
forms, the Federal Reserve said it will 
prepare an analysis for the use of the 
Ways and Means and Finance Commit- 
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It Will Pay You To Use Balanced 
20 Percent Rag Content Paper 


Guardian Bond and Ledger papers are balanced 


for better printing and typewriting by the correct 


pop test, tear and folding endurance for their 


fiber content. The increasing sale of our balanced 


papers shows that they give better “Service in 


Use,”’ which is the motto on the walls of our 


Crocker-McElwain mill. 


Return our coupon for a copy of the new 


Sample Book of Balanced Guardian Bond and 


Ledger paper. 


Crocker-McElwain Company 
Holyoke, Massachusetts 


Clip this coupon to your letterhead and mail today 


Crocker-McElwain Co., Holyoke, Mass. 


Please send us a free copy of your 


Balanced Guardian Bond and Ledger Sample Book. 


NED scsi aiden 











tees. The tabulations and analyses, by 
groups of banks, will. also be made 
available to the Treasury, all inter- 
ested Federal and State banking 
agencies, and bankers’ associations. 


Sd e Sd 


C.C.C. Rate Boost 

A brief conference in which Secre- 
tary of Agriculture Charles F. Bran- 
nan personally questioned banker 
spokesmen helped bring to an end the 
protracted negotiations between the 
Agriculture Department and the na- 
tion’s banking system over the proper 
split of the interest charged to farmers 
on Commodity Credit Corporation crop 
loans. 

After carrying their case to the de- 
partment chief himself, the bankers 
and top A.B.A. officials were able to re- 
port the good news that banks will re- 
ceive 2 per cent on their 1952 crop 
loans instead of the 114 per cent previ- 
ously allowed. The Corporation will 
adhere to its previous 11!5 per cent 
take, so that the farmer who elects to 
redeem his crop will now pay 3!% per 
cent instead of the previous 3 per cent. 

This has been a touchy question for 
years. The bankers have repeatedly in- 
sisted that the increasing cost of serv- 
icing the loans all but consumed what 
little profit they gleaned. As a solution, 
they asked the Commodity Credit Cor- 
poration to alter the division of the 3 
per cent interest from its long-stand- 
ing 50-50 basis to a new plan giving 
the bank 2 per cent and the Corpora- 
tion the remaining 1 per cent. 

The bankers’ proposal has been dis- 
tasteful to the Agriculture Depart- 
ment, where officials said a reduction 
of their share would be a subsidy paid 
to banks out of taxpayer money. Such | 
an interpretation would have political 
reverberations that would only hurt 
the banking business, the officials 
argued. For several years the Depart- 
ment has defended that position. 

In announcing the '4% of 1 per cent 
increase in the interest rate, the 
American Bankers Association made 
it clear that its requested adjustment 
sought no increase in the ultimate cost 
to farmers. An A.B.A. official has com- 
mented, however, that the slight in- 
terest rise is of little practical impor- 
tance because most crops put on loan | 
are finally purchased by the Com-! 
modity Credit Corporation and the 


| question of interest does not arise. 


The rise in the banks’ return from 
crop loans was accompanied by an al- 
nouncement of adjusted service fees 
to banks which administer loans made 
out of Federal funds. Here’s how it 
works: 

(a) For a given month, the bank 
determines its average daily balance of 
C.C.C. loans being serviced. This is the 
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High-speed Bell & Howell recorder. Three 
reduction ratios available. Photographs 
fronts and backs of documents side by side on 
16 mm. film, or at the flick of a switch, 
converts to 8 mm. photography of fronts only, 
up one side of the film and down the other. 
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Simple-to-use Bell & Howell reader. Projects 
clear images of original size or, in some 
cases, larger. Combines facsimile printer. 
Easily operated from a seated position. 
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before you order 


Christmas Club supplies 


let RAND MCNALLY 


show you their NEW record keeping system. 
It operates with standard coupon books... 
No change in customer, window, 

or check procedure. A tremendous 

savings in record keeping time. 


Note these special features! 


@ Sorting of coupons reduced 90%. 

® Accounts in full view and easy reach at all times, 
@ No possibility of posting to wrong accounts, 

@ Automatically corrects clerical errors. 

@ Gives daily balances of verified accuracy. 

@ Trial balances quickly and accurately taken, 


@ Saves floor and filing space. 






RAND M‘NALLY & COMPANY 
CHRISTMAS CLUB DIVISION 


11) EIGHTH AVENUE, NEW YORK 11 - 536 SOUTH CLARK STREET, CHICAGO 5 
















volume figure. 

(b) For the same month, the bank 
figures the average size of loan held 
in behalf of the C.C.C. If this figure is 
less than $1,000, the bank may charge 
an annual rate of 1 per cent. From 
$1,000 to $2,000 the rate is 14 percent; 
from $2,000 to $4,000, 14 per cent; 
over 4,000, 44% of 1 per cent. 

(c) The monthly return is obtained 
by multiplying the average daily bal- 
ance (item a) by one-twelfth of the 
applicable annual rate (item b). 

In addition, the Commodity Credit 
Corporation guarantees a minimum fee 
of $5 for each loan that the bank 
carries to maturity using its own 
funds. The loan is considered matured 
if the C.C.C. exercises its right to buy 
it. In some odd circumstances a bank 
may receive less than $5, but only 
when the total interest charged to the 
farmer is less than $5. On such tiny 
loans the bank retains both its own 
share of the interest and the Corpora- 
tion’s too. 

Loans on cotton, peanuts, tobacco 
and naval stores are covered by a dif- 
ferent set of agreements and the $5 
minimum guarantee and the service 
fee schedule do not apply. 

The A.B.A. staff officials who assist- 
ed in the negotiations included Deputy 
Manager A. G. Brown and Associate 


| General Counsel J. O. Brott. 





e « e 


Home Loan Interest Rates 

In early December, mortgage lend- 
ers’ appetites were whetted by a Wall 
Street Journal story which stated that 
the Veterans Administration, while 
refusing to increase the basic 4 per 
cent rate, was actively considering a 
plan to give bankers a part of the 
builder’s profit as a sort of placement 
fee. 

The story was correct; the Loan 
Guaranty division of the Veterans Ad- 
ministration did actively consider the 
idea. Two days later, however, Deputy 
Administrator Omar W. Clark an- 
nounced that it was thumbed down. 

In a circular letter to VA regional 
offices, Mr. Clark said: “Central office 
recently has had under study a pro- 
posal under which builders and lenders 
would be enabled to submit to the Vet- 
erans Administration for prior ap- 
proval agreements under which the 
builder would agree to absorb the dis- 
count incurred by the lender in selling 
to private investors the G.I. loans 
originated pursuant to his commit- 
ment to the builder. 

“For your information,” Mr. Clark 
continued, “you are advised that a 
thorough study of such a proposal has 
been completed and a decision has been 
reached to reject the proposal.” 

In the same circular letter Mr. Clark 
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cracked down on placement fees col- 
jected by lenders from brokers in con- 


nection with the sale of existing homes | 
under the veterans’ guaranteed home | 


loan program. Effective December 7, 
1951, the Veterans Administration put 


a stop to the practice of taking such | 


discounts. 


The new regulation 


requires the | 


lender to declare in his application that | 


he “has not made a charge against the 
veteran or the seller of the property in 
excess of the charges allowed by the 
Veterans Administration fee sched- 
ule.” 

Meanwhile, speculation was wide- 
spread that the Veterans Administra- 
tion would soon begin to make sub- 
stantial direct loans under the $150 
million revolving fund provided by 
law. Also that the $150 million figure 
might be upped during the coming ses- 
sion of Congress. 

Both these speculations have little 


to support them. They have been re- | 


peated, if not promoted, by veterans’ 
organizations that habitually keep 


housing issues alive in their normal | 
competitive pursuit of membership | 


appeal. 


Housing Outlook 


An overall housing figure for 1952 
involves a strong element of guess- 


work at the turn of the year, but close | 


Washington observers are inclined to 
be optimistic. 

Housing and Home Finance Admin- 
istrator Raymond M. Foley has been 
using the range of 800,000 to 850,000 
starts as his working figure, but with 
no guarantee of its accuracy. The Na- 
tional Production authority would like 
to see this trimmed to 700,000. 

The reason official Washington is 
bullish in estimating the housing 
starts is the experience of 1951. The 
official estimate of 800,000 starts was 
far short of the actual performance, 
which seems certain to top 1,000,000. 

For the first half of the year, at 
least, it appears that this volume of 
home production will have little Fed- 
eral Government competition for in- 
vestment money. Secretary of the 
Treasury John W. Snyder won’t say 
so officially, but the outlook is against 
long-term Federal financing that 
might tend to interfere with the mort- 
gage market. 

Officials explained, moreover, that if 
the Treasury does plan during the year 
to go into the market for long term 
money, the Federal Reserve would 
doubtless pave the way by edging the 
prices of Government bonds upwards. 
The lower yields of Governments after 

ch a maneuver would cause mort- 
ages to become relatively more at- 
ractive for long term investment. 
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Capital $7,000,000 


Reserve Fund $11,000,000 


The 


DOMINION BANK 


Condensed Statement as at 3lst October, 1951 

















ASSETS 
Cash on Hand and in Banks, including Bank of Canada........ $ 94,170,910. 
Government and Other Securities..................-..--.-.---..--.-----200--+ 115,497,748. 
I Me pncesaian-ecssasiacgsaig di aetiolesteaann hide ics eeuanaidomieaioimie 14,941,628. 
ee $224,610,286. 
Commercial Loans and Discounts.................-....-...---.---------------- 210,726,434. 
Ce Mi escieiiictbe aatlaandsrsidstncdeiieacicethceandaienbaton a dekaracaand 7,517,956 
Liabilities of Customers under Letters of Credit, Acceptances 
ene Denny CO FR sees sercsscecosewesn news 15,478,650. 
$458,333,326. 
LIABILITIES 
a 
SG Tk Ge I ann esis tenes ccncansvrsvsitnemnioniateictcton 13,952,547. 
Letters of Credit, Acceptances and Sundry Other Liabilities. 15,989,586. 
Total Liabilities to the Publlic.................0...00000..0000... $439,492,879. 
I Be eta ieceiieiernonivinennncominetinienicenien $ 7,000,000. 
NN cl capnineelaaisiocdes 11,000,000. 
IE CIEE i cne ineeccvesis nsbntsioienisaaadesinds 840,447. 18,840,447. 
$458,333,326. 








PROFIT AND LOSS ACCOUNT 


Profits for the year ended 31st October, 1951, after making 
appropriations to Contingency Reserves, out of 
which full provisions for bad and doubtful debts 
Re BI iaiinacnsinssehrticncceseicthchssuntich eusenmatetoeasteelioal $ 2,920,446. 


Provision for depreciation of Bank Premises............................ 561,382. 
Provision for Dominion and Provincial Taxes........................ 1,190,000. 
Dividends at the rate of ten per cent per annum.................... 700,000. 
Dividends— 

Provision for Extra Distribution—20c per share.................. 140,000. 
Mamma Cm WI nannies 329,064. 
Balance of Profit and Loss Account, 31st October, 1950........ 511,383. 
Balance of Profit and Loss Account, 31st October, 1951........ 840,447. 


ROBERT RAE, 


President 


A. C. ASHFORTH, 


General Manager 























Illustrated is International’s handsome, new production- 
built Standard Model Revolving Door — most custom fea- 
tures at low budget cost. Fits any entrance. 





Get the facts behind this door... 





to help you put up a better front! 


Here’s your book of the month — any month of the 
year — if you have any entrance problems. 


This new publication is entitled, ““Are These Problems 
on the Debit Side of Your Ledger?” It reviews quickly 
and graphically the problems involved in entrance 
planning, and gives a dollars-and-cents interpretation 
of the advantages of International-Van Kannel Revolv- 
ing Doors. It tells you how to avoid mistake after mis- 





take in entrance planning. Important questions you 
would perhaps never think of are asked and answered. 
You will learn why more than half of all revolving 
doors made are sold to replace other types of doors 

. why it will pay you to plan ahead now for a re- 
volving door entrance. 


Your copy will be sent without cost or obligation. 
Write for it. 


REVOLVING DOOR ENTRANCE DIVISION e INTERNATIONAL STEEL COMPANY 


Periodic lubrication 
plus an annual check is the only maintenance 


required for years of service 


CS) 


from a revolving door. 


Olly, 


INTERN GHIONE OANA 


1902 EDGAR STREET 299? EVANSVILLE 7, IND. 


In Canada — International-Van Kannel Revolving Doors are avail- 
able through Eastern Steel Products, Ltd., Toronto and Montreal. 


Burroughs Clearing House 





E 
nati 
mo\ 
den} 
City 
Nev 
pow 
Ricl 
iden 
boa 
ess, 
tive 

Sar 

h 
Jan 
cha 
and 
Tru 
tru: 
lon: 
nes. 
han 


A 
For 
hav 
pos 

I 
bar 
193 
hod 
tive 
cap 

} 
hee 
Chi 
Fo 
ole 
Te 
ma 
vic 
pre 
ma 


joi 
of 











OU 
ed. 


ing 
ors 


on. 


NY 


House 








THE PERSONALITY SPOTLIGHT 





Executive changes at one of the 
nation’s largest trust institutions have 
moved Lindsay Bradford from presi- 
dent to vice-chairman of the board at 
Citv Bank Farmers Trust Company, 
New York City, with chief executive 
powers. His successor as president is 
Richard S. Perkins, executive vice-pres- 
ident since March 1, 1951. Continuing as 
board chairman is W. Randolph Burg- 
ess, who is also chairman of the execu- 
tive committee at The National City 
Bank of New York. 

Mr. Perkins is the son of the late 
James H. Perkins, formerly board 
chairman of both National City Bank 
and the affiliated City Bank Farmers 
Trust Company. Before joining the 
trust company, the new president had 
long experience in the securities busi- 
ness and was a partner of Harris, Up- 


ham & Co. 


* 


senior officers at The 
(Texas) National Bank 
promoted to fill key 


A number of 
Fort Worth 
have been 
positions. 

R. E. Harding, associated with the 
bank since 1897 and president since 
1930, is now active chairman of the 
hoard and continues as the chief execu- 
tive. He is the second to serve in that 
capacity in the bank’s 78-vear history. 

Meanwhile, four vice-presidents have 
heen assigned more important duties. 
Climaxing a 6l-vear career with the 
Fort Worth National, W. M. Massie, 
one of the best-known bankers in 
Texas, has been named honorary chair- 
man of the board and continues as 
vice-president. Raymond C. Gee, a vice- 
president since 1926, is now vice-chair- 
man of the board. 

New president is E. A. Vance, who 
joined the bank in 1947 after 18 vears 
of service with The State National 








LINDSAY BRADFORD 











RICHARD S. PERKINS 


New titles for prominent trust company executives 


Arkansas. Named 
chairman of the executive committee 
and executive vice-president is J. E. 
McKinney, who is also president of 
the local West Side State 


Bank, Texarkana, 
Sank. 
* 


Wallace H. McDaniel has resigned 


as executive vice-president of the 





Northwest Na- 
tional Bank of 
Chicago and is 


now president of 
the First Nation- 
al Bank, Joliet, 
Illinois. He suc- 
ceeds F. W. 
Woodruff who 
has become 
chairman of the 
board. 

After banking 
experience in 
Detroit and a period as national bank 
examiner, Mr. MeDaniel assisted in the 








W. H. McDANIEL 





organization of the Northwest National 
in 1941, and has been an important 
factor in its growth to a $50 million 
institution. 

In other executive changes at the 
lirst National of Joliet, Robert A. 
Cameron has become vice-chairman 
of the board, Charles R. Reardon ex- 
ecutive vice-president, and Sherman 
J. Scheidt senior vice-president. 


° 


For its new president the Liberty 
Bank of Buffalo (New York) beckoned 
to a prominent Manhattan banker, Ed- 
ward F. McGinley, vice-president of 
Chemical Bank & Trust Company. He 
succeeds George G. Kleindinst, associ- 
ated with Liberty Bank since 1906 and 
president since 1927, who is now chair- 
man of the executive committee. 

Before starting his noteworthy career 
in banking, Mr. McGinley starred on 
the gridiron for the University of 
Pennsylvania, being named as a tackle 
on Walter Camp's All-American Team 


The Fort Worth National Bank makes five-way management shift 


R. E. HARDING W. M. 


MASSIE 


R. C. GEE 


A. VANCE J. E. McKINNEY 
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ROCHESTER 
SALES OFFICES IN 


DISTRIBUTORS THROUGHOUT THE WORLD 


Here’s the 


UTSIDE 
STORY 


about TODD 
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Personal Money Orders 











Todd Personal Money Orders are safe, fast, efficient. Issued 
in one operation — taking less than 15 seconds—they cut 
down costs and save teller time. 

But that’s only part of the story. 

Outside the bank, Personal Money Orders are valuable 
goodwill builders. They carry the name of your bank—and 
a‘‘sample” of your service—into homes and shops through- 
out the community. 

People who have been paying bills with other kinds of 
money orders appreciate the prestige of signing their own 
Register Checks. It is a refinement of service that builds 
friends for your bank —helps you sell other bank services. 

Wherever banking regulations permit, these Register 
Checks can be offered by stores and other non-banking out- 
Jets to bring you more customers and increase your profits. 

It will pay you to find out more about the new Register 
Check Personal Money Orders. 


Mail the coupon now! 





THE TODD COMPANY, Inc., Dept. BCH-1-52 
Rochester 3, N. Y. 


Please give us full information regarding the new Register 


Check Personal Money Orders. 
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EDWARD F. McGINLEY 


Buffalo bank beckons 


of 1924. He first joined the National 
3ank of Commerce which later merged 
with Guaranty Trust Company of New 
York, and became associated with 
Chemical Bank in 1930. 

For the past five vears he has been 
chairman of Chemical’s metropolitan 
supervisory committee, which is re- 
sponsible for supervision of metro- 
politan business at the main office and 
management of 18 branch offices. 


e 


President Joseph F. Ringland at the 
Northwestern National Bank, Minne- 
apolis, has an- 
nounced the _ pro- 
motion of Goodrich 
Lowry to executive 
vice-president. Mr. 


Lowry, vice-presi- 
dent and assistant 
to the president 


since June, 195], 
fills the newly-cre- 
ated post after 14 
vears of service at 
the Northwestern National Bank. 





G. LOWRY 


+e 


Jackson D. Breaks has been pro- 
moted to vice-president by The Chase 
National Bank, New York City, and 3s 
now associated with the district staf 
covering Iowa, Nebraska, Missouri. 
Kansas and Colorado. 

He succeeds Vice-President Francis 
G. Ross, now supervising Chase bust 


D. L. BALLANTYNE 


J. A. JACOBSON 
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ness in Illinois, Wisconsin, Minnesota, 
North Dakota and South Dakota. Mr. 
Ross takes the place of Edwin A. 
Locke, Jr., Chase vice-president who 
has resigned to become coordinator of 
United States economic aid in the Near 
East, with the rank of ambassador. 

There have also been a number of 
promotions in Chase’s foreign depart- 
ment: Donald L. Ballantyne and James 
A. Jacobson, members of the staff that 
supervises the bank’s business in the 
Far East, have been made vice-presi- 
dents. Francis E. Grimes, William J. 
Lamneck and Thomas J. McGarry are 
now second vice-presidents. 


. 

At the age of 38, Harold C. Adams 
has been named president and a direc- 
tor of the First 
National Bank 
of Appleton, 
Wisconsin. 
Formerly a vice- 
president of the 
First National 
Bank in  Osh- 
kosh, Wisconsin, 
Mr. Adams suc- 
ceeds Kenneth 
K. DuVall who 
is now board H. 
chairman and 
president of the Merchandise National 
3ank of Chicago. 

Following early banking experience 
gained at the First Wisconsin National 





C. ADAMS 


























L. H. DAHLKE L. HOUGH 


Milwaukee, Mr. Adams had 
been with the First National in Osh- 
kosh since 1947. 

Incidentally, in citing the promotions 
of Leighton Hough and Lester H. 
Dahike at the Oshkosh _ institution, 
the accompanying pictures of the two 
officers were incorrectly identified last 
month. The proper captions are shown 
above. Mr. Hough is first vice-presi- 
dent, Mr. Dahlke a vice-president. 


Bank in 


5 


our years ago the United States 
National Bank in Denver made news 
by engaging attractive, personable Mrs. 
Mercedes Chaney as a goodwill am- 
bassadoress in the lobby. 

The experiment has been a definite 
public relations success, and is said to 
have inspired more compliments than 
any other service offered by the bank. 
Operating as a roving receptionist from 
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WHEN LOS ANGELES TAPPED 
THE SIERRAS FOR WATER... 
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IN 1913, the Los Angeles-Owens River Aque- 
duct was completed...an engineering mas- 
terpiece of its day, bringing life-giving water 
to Southern California through 250 miles of 
mountain and desert land. 






That year, we were already acting as 
: BB al Correspondent for other banks. The 
pat 0 i t number served was modest; the demand 
oN . 

Hy Gorm) wasn’t great. 
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TODAY, Owens River Aqueduct is just one 
unit in Southern California's giant water sup- 
ply system—the greatest in America. 


And Security-First National has become 
a Bank of 134 Offices and Branches, 
serving California from mid-state to 
Mexico ... providing complete, compe- 
tent Correspondent service for banks 
throughout America and overseas. 


i = 
oe eS ee eC” 


We would be pleased to serve you as Pacific 
Coast Correspondent. Write: Banks and 
Bankers Dept. 


RESOURCES OVER 112 BILLION DOLLARS 


MANAGING COMMITTEE 


George M. Wallace, Chairman 
Chairman Board of Directors 


Chester A. Rude 
Chairman Executive Committee 


C. T. Wienke 
Vice-President 


SECURITY- FIRST NATIONAL BANK 


James E. Shelton 
President 


L. W. Craig 
Vice-President 


OF LOS ANGELES 





Member Federal Deposit Insurance Corporation « Member Federal Reserve System 
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REMEMBER 
Osterbook 444 


NEXT TIME YOUR 
DESK PEN RUNS DRY 


HOLDS 40 TIMES 
MORE INK 


than ordinary fountain pen 
desk sets 


Base" Ink-Locked” 
against accident- 
al spillage. 


LETS YOU CHOOSE 
THE RIGHT POINT FOR 
THE WAY YOU WRITE 


(Point instantly replaceable in case of damage) 


Fill it once... 
Write for months. 


Only a few of 
the more popular 
poinf styles shown. 





Ask for a demonstration at 
any pen counter 


Esterbrook 444 


DESK PEN SET 


The Esterbrook Pen Company, Camden 1, New Jersey 
In Canada: The Esterbrook Pen Co. of Canada, Lid., 92 Fleet St., East, Toronto, Ontario 


COPYRIGHT 1952, THE ESTERBROOK PEN COMPANY 
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Mrs. Chaney “‘on duty” 


her desk just inside the main entrance, 
Mrs. Chaney has come to know about 
4,000 persons by name or face. She also 
assures that strangers coming into the 
United States National receive a warm 
greeting instead of a cold stare. 

The accompanying picture typifies 
one of her main duties. Some 20 times 
a week on the average she is asked to 
mind a baby while mother transacts 
the family finances. This r: arely presents 
a problem except in the case of a 
truant parent who slips off on a 
shopping spree as well. 

Besides being a baby 
Chaney encounters an 
variety of situations. 
expert, in 


tender, Mrs. 
almost endless 
She is a weather 
discussing the bank’s huge 
electronic thermometer and long-range 
weather forecasts. She is confidential 
counselor and trouble-shooter in con- 
junction with family problems, and a 
friend-in-need to the blind who use the 
bank’s special Braille equipment in 
preparing checks or deposits. She may 
extend first aid, as in the case of the 
women who fainted in front of Mrs. 
Chaney’s desk during the receptionist’s 
first day at work. 

How does Mrs. Chaney like her job? 
“It’s not like work at all,” 
“T have a wonderful time.” 


she says. 


e 


Paul E. Hoover, 
The Anglo 
of San Fran- 
cisco, wasn’t 
thinking of 
banking as a 
career as he 
walked along the 
main street of 
Kalispell, Mon- 
tana, one day in 
May, 1919. Just 
back from two 
years in France 
in World War 
I, coming out of 
the service a 
young Army lieutenant in the Judge 
Advocate-General’s Department, he was 


new president of 


National Bank 


California 





PAUL HOOVER 
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looking for a civilian suit of clothes 
and intent upon a two weeks’ fishing 
trip when offered a job in the Conrad 
National Bank of Kalispell. 

Later seeking a broader field of bank- 
ing, he went to Chicago in 1921 as an 
assistant national bank examiner in 
the Seventh Federal Reserve District. 
In 1923 he was transferred to the Ninth 
Federal Reserve District, with head- 
quarters in Minneapolis, and two years 
later was commissioned an examiner. 

In 1929 he went with the Northwest 
Bancorporation of Minneapolis, then 
being organized. His duties were pri- 
marily concerned with the purchase of 
banks which would fit into its banking 
structure. After the organization work 
had been completed he became district 
supervisor of 57 of its banks in Min- 
nesota and Wisconsin. 

Mr. Hoover was in California in 
1933. doing some special examining 
work for the U.S. Treasury Depart- 
ment when asked to come with Anglo 
Bank, which he joined in August that 
year as vice-president. Since 1937 he 
has used the same comfortable office 
he now occupies as president, where 
he has long been a familiar figure, 
working at his desk through the open 
doorway. 


* 


A series of appointments at The Na- 
tional City Bank of New York, New 














B. J. LEE P. W. KIMZEY 


York City, moved 
Deputy Comp- 
troller Burness 
Kydd to the post 
of comptroller, 
while the former 
comptroller, Row- 
land R. Hughes, 
was advanced 
to vice-president. 
Paul W. Kimzey 
and Burton J. Lee B. KYDD 

were also appoint- 

ed vice-presidents. Harold M. Mills, as- 
sistant cashier in the bank’s real estate 
department, was made assistant vice- 
president, and Philip S. B. Allen, Rob- 
ert M. Borrs, Charles A. Chace, James 
A. Brennan, George Yates and John P. 
Finnerty were all advanced to assistant 
cashiers, 





Sd 


The $33 million City National Bank 
of Philadelphia will be merged with 
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Asked for 
this Guide 
On Internal Controls... 






within two recent weeks! Widespread concern 
over the increasing frequency and size of defaults 
has stimulated interest in improving loss preven- 


tion methods. 


Our “Bank Questionnaire Manual’ suggests 
many specific safeguards . . . can help you to make 
certain that your loss prevention program meets 


your bank’s particular needs. 


Based on facts uncovered during 67 years of in- 
vestigating bank losses throughout the country— 


our 53-page manual can be a vital help to any bank! 


If you don’t have a copy of ‘“‘Bank Question- 
naire Manual”—just fill in the coupon below. 
Mail it today 





there’s no charge—no obligation! 


AMERICAN SURETY COMPANY ” 


(Agency and Production Department) 
100 Broadway, New York 5, N. Y. 


Gentlemen: Without cost or obligation please send me a copy of your “Bank 
Questionnaire Manual”. 
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Bank Remodeling 


or Building 









OUTSIDE 
and 


INSIDE 


Herring-Hall-Marvin 
Protection Service Facilities 


After you have remodeled or built a new bank you will 
evaluate the success of the project by . . . how much you have 
improved customer service, and . . . how much more efficiently 
you can work. Advance planning of H-H-M protection-service- 
facilities before you remodel or build will assure a higher worth- 


rating after the job is done. 


The H-H-M Man will keep trends in mind as he works on 
practical solutions for your current requirements. He is adept 
at selecting the right equipment and best location for getting 
top-results from Auto Banking, Night and 24-Hour Deposit 
Services. He has a new conception of flexibility and economy 
for counters and under-counter work. He thinks in terms of 
making the vault a profit-maker as well as a bulwark of pro- 


tection against fires, burglaries and floods. 


Let the H-H-M Man help you plan these essential internal 


and external services. Ask for a copy of, “Plan Bank Remodeling 


or Building.” Write today. 


at -Hall-Marvin Sate Co. 


°, HAMILTON, OHIO 








Craftsmen in... Safes ®@ Insulated Record Files @ Money Chests @ 
cs = Vault Doors @ Rotary Record Files © Steel Storage Files © Bank 
4. 4& ™~ Vault Equipment @ Drive-in Windows © Depositories ©® Counter Work 
74 Satt a @ Metal Case Work for Hospitals 
Builders of The U. S. Silver Storage Vaults, West Point, N. Y. 
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the Central-Penn National Bank o 
Philadelphia to form an_ institutio1 
with deposits in excess of $170 million, 
total assets of more than $190 million, 
and ten offices. The banks will combine 
under Central Penn’s name and charter. 
C. A. Sienkiewicz will continue «s 
president. William H. Faas, president 
of City National, will become a vice- 
president of the consolidated banks. 


* 


Vice-President Lawrence H. Martin 
at the National Shawmut Bank of Bos- 
ton has_ been 
named chief 
lending = officer. 
In this capacity 
he succeeds the 
late George E. 
Pierce. Mr. Mar- 
tin joined the 
bank upon his 
graduation from 
Dartmouth Col- 
lege in 1928. He 

L. H. MARTIN is also a_ vice- 

president of the 
Shawmut Association and the Shaw- 
mut Bank Investment Trust, as well 
as a trustee of the Wakefield (Massa- 
chusetts) Savings Bank. 





* 


Three bankers are among the 100 
persons selected by Northwestern Uni- 
versity to receive “Centennial Awards 
for the Northwest Territory,” as part 
of the school’s 100th anniversary cele- 
bration. They are: Edward E. Brown, 
chairman of the board, First National 
Bank of Chicago; Albert W. Harris, 
former board chairman, Harris Trust 
& Savings Bank, Chicago; and Guy E. 
Reed, executive vice-president of Har- 
ris Trust. 

The awards were given to the re- 
cipients in recognition of the “impress 
they have made upon their generation” 
and their “substantial contribution to 
society.” Those honored were all resi- 
dents of states which comprised the 
original Northwest Territory. 


e 


The Mercantile National Bank at 
Dallas recently elected Albert C. Arm- 
strong to the posi- 
tion of vice-presi- 
dent. Beginning his 
banking career in 
1923, Mr. Arm- 
strong was elected 
executive. vice-pres- 
ident of the Duluth 
Morris Plan Bank 
in 1926 and presi- 
dent in 1928. In 1936 
A.C.ARMSTRONG he organized the 

Northwestern State 
Bank of Duluth and until 1949 was 
president of the bank and its three aff- 
liates ; he then became chairman of the 
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Northwestern Bank of Commerce in 
Duluth. He joined the staff of the First 
American State Bank of Wausau, Wis- 
consin, as executive vice-president and 
director in 1950. 


® 


From the Schroder banks, the J. 
Henry Schroder Banking Corporation 
and the Schroder 
Trust Company, 
New York City, 
comes the an- 
nouncement of 
the election of 
Harold A. 
Sutphen to exec- 
utive vice-presi- 
dent, succeeding 
John L. Simpson, 
who recently re- 
signed. V. Lada- 
Mocarski and Ernest H. Meili were 














V. LADA-MOCARSKI 














E. H. MEILI 


H. A. SUTPHEN 
New York promotions 


elected senior vice-presidents, a new 
office. 

At the same time Paul Plowman was 
promoted to assistant vice-president, 
while William J. Bethune and Prestley 
E. McCaskie were made assistant treas- 
urers and John L. Lynch was named 
assistant secretary. 

. 


City Bank, Detroit, Michigan, has 
promoted Gaston A. Becigneul to vice- 
president. Before 
joining the City 
Bank in January, 
1950, Mr. Becigneul 
served twelve years 
with the Wabeek 
State Bank, Detroit. 
His banking career 
started in 1915 and 
includes service 
with the old First 
National Bank in Detroit and with the 
National Bank of Detroit. 








G. A. BECIGNEUL 


o 


\ feature writer of the St. Louis 
(Missouri) Globe-Democrat, struck by 
the easy-going, gallus-snapping infor- 
mality he found at the local South Side 
National Bank, traced it to the fact 
that all the officers started at the bot- 
tom rung as messengers or office boys. 

The newspaper story related how 
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DON'T BE CAUGHT SZoxt Lauded! 


How many times a day have you looked at a lot of mixed coins poured from a home 
savings bank or received from some other source and wished that you had four 
hands to speed up the tedious process of sorting and counting those coins man- 
ually? Your answer might well be, “Altogether too many times!" 


Then you surely will be interested in the new, very modern Model SL Brandt Coin 
Sorter and Counter with its wealth of outstanding features. Remarkably simple to 
operate, it sorts and counts a jumbled mass of coins—pennies, nickels, dimes, quar- 
ters, halves—in a fraction of the time required to do this work by hand, always 
with absolute accuracy. 


Servicing the Model SL, should it ever be necessary, can usually be taken care of 
easily, even by a person with little or no mechanical experience, because of its 
so-called "quick take-apart" construction. Removal of a few thumb screws, which 
requires about a minute of time, permits ready access to working parts of the 
machine. The Model SL also features "shock absorber" protection for the counting 
mechanism. 


This new Brandt has had an almost unbelievable, fine service record from the 
moment it was placed on the market, about eighteen months ago. We are very 
proud of its excellent performance. 


Because of the great savings to be made with the Model SL Sorter and Counter 
and the ease with which it can be serviced, every bank should install at least one 
of these machines to free tellers from dull, time consuming routine tasks so they may 
devote their efforts to work requiring initiative and skill. 


So, don't be caught short handed—use the new Brandt Coin Sorter and Counter 


BRANDT 


AUTOMATIC CASHIER CO. 
WISCONSIN 





WATERTOWN e 


"Brandt" and ''Cashier"’ registered United States Patent Office and Canadian Trade Marks Office 


53 








Adolph Etling, president of the now 
bustling $25 million institution, got his 
start. It was in 1907 and he had just 
quit a $40-a-month school teaching job. 
His health was none too good, and 
he was broke and discouraged. So when 
an Illinois banker he happened to know 
offered him a beginners job in a new 
St. Louis bank he was launching, young 
Etling grabbed it even though it meant 
serving a two-month apprenticeship 
without pay. The bank was a predeces- 
sor institution to the South Side 
National. 

Others who broke in as bank runners 
are Harry J. Robert, vice-president and 
cashier; Joseph Furrer, vice-president ; 








From left: F. Birchler, H. J. Robert, A. Etling, J. Furrer, G. J. Helein, C. L. Betschart 


St. Louis bank’s officers have Horatio Alger tradition 


George J. Helein, assistant vice-presi- 
dent; Frank Birchler and C. L. Bet- 


schart, assistant cashiers. 











No two top-notch adminis- 

trators look alike . . . dress 
alike ... work alike. But when you see 
a man who fits a certain pattern, the 
chances are you're looking at a good 
executive. Here are some ways to spot 
him: 


l. He likes to use other men’s heads as 
well as his own... 


2. Gets a kick out of accomplishment... 


3. He knows how to pass the ball to 
his subordinates ... 








" VAWFIAN oo Fane Mrc.(0. 


1044 JAY STREET « ROCHESTER 3, N.Y., U.S. As 
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WAYS TO RECOGNIZE A GOOD EXECUTIVE 


4. He keeps several pots boiling at 
once without confusion ... 


5. Has an office that helps him do all 
these things better .. . 


“Y and E” equipment does two things 
for an executive: 1. Gives him an office 
that looks attractive. 2. An office that 
makes it easier to be efficient. Both are 
important—one helps him sell himself 
and his ideas; the other helps him get 
things done. 

“Y and E” offices are designed for 
success. 


MARK OF SUCCESS 








Typical of the good-humored spirit 
that pervades the bank is the comment 
by President Etling. “Banking’s very 
simple,” he explained. “You take in as 
much as you can lay your hands on, 
loan it out, then try like heck to get 
it back.” 

* 


On January 1, N. S. Calhoun, Jr., 
joined the ranks of vice-presidents at 
Chemical Bank & Trust Company, New 
York City, and will assist in handling 
the bank’s business in the Southeastern 
States. He was with Chemical from 
1934 to 1942, but following World War 
II service he joined the American 
Trust Company, Charlotte, North Car- 
olina, as a vice-president. 

Named an assistant vice-president at 
Chemical Bank is George W. Nielson, 
a senior national bank examiner for 
the Second Federal Reserve District. 


e 


A former deputy bank commissioner 
recently joined the staff of The Na- 
tional Bank of Commerce in New Or- 
leans. Clebert C. Smith, with the 
Louisiana state banking department for 
18 years, was elected vice-president and 
is to serve with the correspondent bank 
department of The National Bank of 
Commerce. 


® 


E. E. Buckner has joined the Com- 
mercial National Bank in Shreveport 
(Louisiana) as vice- 
president and trust 
officer. As head of 
the trust depart- 
ment he _ succeeds 
Olin C. Peeler, who 
has resigned. Since 
1933 Mr. Buckner 
has been in_ the 
trust department of 
the National Bank 
of Commerce, New Orleans, where he 
was assistant vice-president and trust 
officer. 


E. E. BUCKNER 


e 


A scheduled bank consolidation in 
Westchester County, New York, will 
bring together the Bronxville Trust 
Company and the First National Bank 
of New Rochelle. The enlarged institu- 
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tion, with total resources of nearly 
$36,000,000, will be known as the First 


vac Sve =k of Ser Vou’re positively protected! 


Ernest H. Watson, president of the 
First National, will become president 
of the consolidated bank and its chief 
executive officer. Charles S. Andrews, 
president of Bronxville Trust, will be 
chairman of the board of First West- 
chester, in charge of the Bronxville 


office. 
a 

- Russell Mason has joined the Nation- 
irit peer ; ne 
aia al Bank of Fort Sam Houston at San 
a Antonio (Texas) as an assistant vice- 
ery ° . 
ea president. He had been with the local 
» branch of the Federal Reserve Bank of 
On, 

Dallas for 22 years. 
get ’ 
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Kenneth Walker has been elected 
Jr vice-president and trust officer of Se- 
7 














ai curity Trust & Sav- 
lati ings Bank of San 
Diego (California). 
ing 
en He has long been 
eae associated with 
ig ee i : New with 1) Db ld 
‘ ork City, having 
a0 been in charge of MO O DEPOSITORY SYSTEMS 
the trust depart- 
ak ment at the Plaza Regardless of the hour, Diebold After-Hour Depository Sys- 
sn Office of The Han- < wikee tems constantly safeguard your customers’ deposits. There 
rt over Bank ; before a can be no 2 A. M. ‘ fishing attack on your after-hour deposi- 
moving to California in 1950. tory. Diebold’s exclusive “Anti-Fishing” deposit head design 
, '" cancels out such attacks. And for protection plus, chute and 
chest are protected by banking’s finest burglar alarm system— 
Frank R. Swan has been promoted to Diebold-McClintock. In every consideration, Diebold Deposi- 
_ vice-president at City National Bank tory Systems are top choice in the banking field. If you are 
ai and Trust Company, Oklahoma City, planning After-Hour Deposit service or want to modernize 
re where he is in charge of correspondent your present system, let the Diebold Bank Specialist give you 
- bank relations. His father, Frank P. all the details. The coupon below will speed your request. After-Hour Depos- 
tor Swan, is president of the First National itory Chest with 


Diebold- McClintock 


ane Bank, Konawa, Oklahoma. “‘BANKING’S FINEST DEPOSITORY SERVICE” alarm protection. 
ank 
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Charles C. Riley, cashier, Millbury 
(Massachusetts) National Bank, was 
recently promoted to _ vice-president 
»m- and cashier. 
ort Square head with conven- Round head with convention- Round head with new rotary 
° tional hopper opening — al hopper opening—equipped type hopper opening— 
equipped with ‘‘Anti-Fishing’’ with ‘'Anti-Fishing'' device. equipped with “‘Anti-s 
From the West Coast comes word device. Fishing” device. 
at assistz secretary of - 
: = a 8 N : = wks - oe —— BANK VAULT EQUIPMENT © BURGLAR ALARMS a aan _ 
y Ne é c c W rus = 200: » S. E., Canton, 
ni , ong te. = Stan <e. o ee SAFES, CHESTS AND VAULT DOORS © MICRO- pesca sisi aii 
barbara alitornia, (0 Please have a Die' ank Specialist 
; FILM © ROTARY, VERTICAL AND VISIBLE call regarding After-Hour Depositories. 
° FILING EQUIPMENT 1) Send additional information on 
Diebold After-Hour Depositories. 
4 Union Bank & Trust Co. of Los 
ER Angeles has announced the election of RANK DIViStON 





our assistant vice-presidents and one 


he ‘sistant cashier. Named as assistant 2 
rust ice-presidents were: Samual B. Burn- ) ») 
iam, trust officer, Leo C. Helfenberger, me alee = 


nager of the foreign department, 
xobert E. Getz, legal counsel and man- 
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ger of the legal department, and War- ee 
will ‘en P. Tenney, manager of the real ‘*PRE-EMINENT SINCE 18597"? 
rust ‘state loan department. Roland C. 
ank Matthias of the cashiers department 
itti- 


vas elected assistant cashier. 
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/ A Messade 
‘ BANK To The U-S- 
— Bus ines Ss 
Community 









B. C. GARDNER, M. C., President — §$58°0 CS” GORDON R. BALL, Vice-President and 
General Manager 
Gentlemen: 


A year of sound growth for Canada-as well as for her first bank-is 


reflected in the Bank of Montreal's Annual Statement of Condition, submitted 
herewith for your consideration. 


Canada, third largest trading nation in the world, has more than tripled 
her gross national product and value of manufactures .. . doubled the value 
of her mineral output, with discoveries of world importance in the past decade 

. and, more than ever, is the United States' best customer. Expansion- 
minded American businessmen are exploring Canadian opportunity with the 
assistance of Canada's first bank - an organization with 572 branches from 
coast to coast and with more than a century of experience. 


I should like to extend an invitation to you to call on us whenever you need 
assistance in developing your business interests in Canada. The B of M, first 
Canadian bank established in the U. S., welcomes your inquiries and promises 
@ prompt, thorough response to your requests. 


Sincerely, 


Pram © RBeW 


Vice-President and General Manager 











BANK OF MONTREAL Statement of Condition October 31st, 1951 
ASSETS LIABILITIES 
Cash on hand and due from banks Deposits. oe 6 « « « + $2,085,187,091.60 
and bankers ..... . .$ 260,939,674.49 Acceptances and Letters of Credit 
Notes of and cheques on other Outstanding ....... 45,946,486.77 
DTM TOR 137,487,871.89 Other Liabilities . ..... 1,962,654.12 
Government and Other Public Capital . . . $36,000,000.00 
Securities Rest or Reserve 
(not exceeding market value) 976,950,829.78 Fund . . . = 51,000,000.00 
Other Bonds, Debentures and Undivided 
indie Profits. . . 1,534,081.96 88,534,081.96 
(not exceeding market value) 131,223,533.10 $2,221,630,314.45 
Ds « » « «2. 4 we 28,147,174.99 : . r . i 


$1,534,749,084.25 , 
Commercial and Other Loans. . 618,221,161.94 NEW YORK 5: 64 Wall St.—Cecil T. Aulph, 
iia: es 20,184,246.29 Frank W. Hunter, G. Arnold Hart, Agents 


Customers’ Liability under Accept- CHICAGO 3: 27 South La Salle Street —Eric B. Lavelle, Manager 


ances and Letters of Credit SAN FRANCISCO 4: Bank of Montreal (San Francisco), 


(as percontra) . . ... - 45,946,486.77 333 California Street—Albert St. C. Nichol, President 
Cee OE « 8 ee ee ee 2,529,335.20 


LONDON, ENGLAND: 47 Threadneedle St., E.C. 2 
$2,221,630,314.45 9 Waterloo Place, S.W. 1 


CANADA’S FIRST BANK COAST TO COAST... 572 BRANCHES ACROSS CANADA 
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Five-Day Banking Week 

Saturday becomes a non-juridical 
day under the Canadian Bills of Ex- 
change Act and Canadian banks will 
be able to close on Saturdays where 
necessary under an amendment to the 
Act which was passed recently in the 
Canadian Parliament. The five-day 
banking week will go into effect in 
Canadian banks early in 1952, accord- 
ing to expectations. 

Canadian banks have been discuss- 
ing a five-day week for some years, but 
not till late this past summer did the 
banks take action. Forced by increas- 
ing difficulties in obtaining employees 
and in retaining trained staff members 
lured to other businesses by the five- 
day week, the Canadian banks under 
the Canadian Bankers’ Association re- 
quested the Canadian government to 
amend the Bills of Exchange Act to 
give Saturdays the same status as 
Sundays and statutory holidays inso- 
far as bills falling due on Saturdays 
are concerned. The Canadian Parlia- 
ment at its fall session passed the leg- 
islation, much to the surprise of the 
banks. Now bills which fall due on 
Saturdays are not legally due till the 
next day of business, in most cases 
the following Monday. 

The legislation does not force the 
banks to close on Saturdays, and in 
the beginning at least it will be only 
in the downtown sections of the bigger 
cities that Canadian bank branches 
are expected to be closed. Most business 


By JAMES MONTAGNES 


in these areas is closed on Saturdays. 
The banks are expected to get together 
locally and decide which branches will 
be closed and which will remain open 
on Saturdays from 9-11 a.m. In resi- 
dential and suburban areas of urban 
communities the banks are expected 
to be open for some part of 1952 on 
Saturdays. In rural sections they may 
remain open on Saturday mornings 
indefinitely because they are closed 
usually one half day during the week 
when many entire rural communities 
take half holidays. Also farmers are 
accustomed to do their banking on 
Saturdays when they bring the family 
to town, and it will take some educa- 
tion to change this custom. 

With the five-day banking week in 
operation banks are hoping that they 
will be better able to compete with 
other businesses for employees. Cana- 
dian banks employ some 42,000 men 
and women, and about 22,000 of this 
number are women. 

Full effect of the move is not ex- 
pected to be felt for about half a year, 
and it will likely mean increased staffs 
to enable banks to handle the increas- 
ing amount of business in the shorter 
work week. 


* e e 


Annual Reports 


Six of Canada’s early reporting 
banks announced that 1951 was a sat- 
isfactory year, with increased assets, 


in most cases increased net profits, and 
increased commercial loans despite 
credit restrictions. 

The first bank to report, Barclays 
Bank (Canada), with head-office at 
Montreal, showed that in the year end- 
ing September 30, there was a marked 


’ increase in the activities of its foreign 


and security departments. The number 
of accounts on its books, both current 
and savings, was reported as the high- 
est in history. Net profits were re- 
ported by general manager J.H.G.F. 
Vale, as being somewhat better than in 
1950, but operating costs were higher 
and improved profits reflect the 
greater volume of business handled by 
the bank. 

At the 77th annual meeting of the 
Imperial Bank of Canada, head-office 
at Toronto, general manager L. S. 
Mackersy reported total assets of 
$535,606,041, the highest in the bank’s 
history and nearly $9,000,000 higher 
than in 1950. 

I. K. Johnston, president of the Im- 
perial Bank of Canada, in his annual 
statement referred to increasing in- 
vestment by United States and Cana- 
dian citizens as reflecting confidence 
in Canada’s future, and dealt with in- 
flation and trade conditions during 
1951. He pointed to government credit 
restrictions on bank lending and on 
consumer spending, imposed early in 
1951, as showing signs of having 
halted the rapid inflation spiral. He 
stated that “a rising defense expendi- 


Five-day banking week will be used in the city, probably deferred in rural areas 


Saturday lull in city branch, Bank of Montreal, 
International Aviation Building, Montreal 
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Saturday rush in rural branch of Bank of Montreal 
at Verdun, Quebec 
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PUNCHES sheets and covers of any size 
or weight, quickly, accurately 


BINDS up to 250 books an hour with 
colorful GBC plastic bindings 


BIND THIS MODERN WAY 
right in your own OFFICE 


als, reports, statements quickly 
..-e@asily...economically with 
GBC portable plastic binding 
equipment.* Pages turn easily 
..-lie flat. Also binds customer 
imprinted checkbooks—a new 
on-the-spot service used enthu- 
siastically by leading banks. 
Complete GBC equipment costs 
less than a typewriter. Anyone 
can operate. 

*PATENTS PENDING 


SPECIAL OFFER 


Get illustrated brochure 
and 2 useful memo books 
simply by asking. No obli- 
gation—so act NOW! 





General Binding Corporation 
808 W. Belmont Ave., Dept. BCH-1 
Chicago 14, Ill. 








Add prestige and attention com- 
pelling appearance to propos- 


























ture will permit no early or large re- 
laxation in these restrictive meas- 
ures.” 

The Bank of Nova Scotia, head- 
office at Halifax, in its 120th annual 
statement shows total assets at a new 
high, with increased loans, deposits 
and net profits. Taxes and deprecia- 
tion were also higher. 

After discussing inflationary ten- 
dencies in Canada following the be- 
ginning of the Korean war, H. L. 
Enman, president of the Bank of Nova 
Scotia, at the annual meeting pointed 
out that “though there has been a 
slackening in the demand for con- 
sumer goods, the economic picture is 
certainly not suggestive of a depres- 
sion. Employment is at or close to peak 
levels. Defense expenditures are large 
and rising quite rapidly. Investment 
outlays remain very high, and rela- 
tively higher in. Canada than in the 
United States. Incomes have been 
steadily increasing and progress is 
being made in repaying consumer 
debt.” 

The Dominion Bank, head-office To- 
ronto, in its annual statement for the 
year ending October 31, reported net 
profits of $1,169,000 as compared to 
$1,245,678 in 1950. There was a de- 
crease in investments which was 
largely offset by a growth in commer- 








Vhinking of Canale? 


Think of IMPERIAL BANK 





When it’s a question of trade with Canada, Imperial Bank is in the best 
position to help you. With branches from coast to coast, we keep our 
finger on the pulse of Canadian business. For information, write or 
wire H. D. Scott, Head Office, Toronto, Canada. 


YOURS FOR SERVICE 


IMPERIAL BAN K 


OF CANADA 


95-51 
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cial loans and discounts reflecting high 
business activity and the demand for 
bank credit. 

Satisfactory operations during 1951 
were reflected in the annual statement 
of the Canadian Bank of Commerce 
for the year ending October 31. Net 
profits were $4,023,145 as compared to 
$4,015,259 in 1950. 

The Bank of Montreal, head-office 
at Montreal, in its 134th annual state- 
ment for the year ending October 31, 
showed new high records for deposits 
and loans, somewhat higher earnings 
before taxes than in 1950, and the 
greatest assets in its history. 

Current Canadian official monetary 
policies, designed to avoid aggravat- 
ing “already dangerous inflationary 
influences,” have resulted in a “‘health- 
ier and more realistic interest-rate 
structure,” B. C. Gardiner, president 
of the Bank of Montreal, stated at the 
annual meeting. He forcast a “bril- 
liant long-range future” for Canada, 
but warned that “the possibility of 
further inflationary pressure is still 
very real.” 

In reviewing the economic picture 
of 1951, Mr. Gardiner pointed out that 
there had been many problems and 
“distortions of an inflationary trend 
(complicated) in some measure by the 
steps taken to combat the trend itself.” 
He stated that he had repeatedly in 
the past few years advocated a policy 
of credit restrictions as now put into 
effect by the government. With the 
tightening of interest rates, the price 
of money was “once again beginning 
to exercise its traditional stabilizing 
function as a stimulus to saving and a 
brake on excessive expansion.” 

He stated that “most bankers would 
agree that these special (credit re- 
strictions) are appropriate to an emer- 
gency as long as it exists. ... We have 
at all times to endeavour to hold a 
balance between the reasonable re- 
quirements of our customers and the 
public interest. To do this we have to 
apply considerations other than the or- 
dinary standards of credit worthiness.” 

Gordon R. Ball, general manager of 
the Bank of Montreal, on credit regu- 
lations stated at the annual meeting 
that they were not intended to restrict 
the normal use of bank credit for es- 
sential purposes, but entailed “cer- 
tain restrictions on loans for the pur- 
chase of securities, for the financing 
of installment paper and for capital 
purposes.” 
and export financing showed a sub- 
stantially higher volume during the 
year, and the amount of foreign ex- 
change bought and sold for customers’ 
account reflected a very considerable 
increase. The bank’s organization had 
been active in helping new industries 
to establish themselves, he added. 
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THE BOOKLET COUNTER 











These booklets are available upon 

request, free of charge or obliga- 

tion, under an arrangement 

whereby the requests are re- 

ferred promptly to the producers. 

Simply address requests on bank 
or company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 














How to Finance Defense Con- 
tracts . . . This timely booklet con- 
tains many up-to-minute facts on the 
credit sources of defense contract 
holders. Of decided interest to the 
commercial banker, the booklet ana- 
lyzes important aspects of direct fi- 
nancing from banking institutions and 
direct and indirect financing from 
government. 


Outlook for Bank Capital .. . 
under federal taxation. A reprint of 
a speech by well-informed Morris A. 
Schapiro, this booklet discusses some 
of the many problems arising out of 
depressed bank earnings, the shortage 
of new bank capital, and the increased 
tax base for banks. 


The Making of an Executive... 
This is another outstanding essay in 
the well-known series of monthly let- 
ters distributed by The Royal Bank of 
Canada. Inspirational as well as prac- 
tical, this treatise is filled with pene- 
trating axioms on the quality of 
business leadership. In addition to re- 
ceiving this essay, the readers of 
Burroughs Clearing House may be 
placed on the mailing list to receive 
this worthwhile monthly letter regu- 
larly if they so desire. 


Negotiable Instruments . . . Safe- 
guarding their use. This interesting 
32-page booklet discusses the methods 
of preventing losses through the prop- 
er handling of negotiable instruments 
of all types. Following a statement on 
general precautions applicable to any 
readily negotiable asset, the booklet 
deals with the occurrence and preven- 
tion of specific losses to which banks 
may be liable. 


The Behavior of Money ... This 
iact-filled booklet is a reprint of an 
excellent speech by Arthur A. Smith, 
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vice-president and economist of the 
First National Bank in Dallas, deliv- 
ered at the past convention of the 
American Bankers Association in Chi- 
cago. The booklet outlines the histori- 
cal factors that have influenced our 
currency and makes some interesting 
observations on the present and future 
condition of our economy. 


How to Become a Director .. . 
In the next 10 years there will be at 
least 50,000 new directors appointed 
to the boards of public and private 
corporations in this country. This in- 
formative bulletin shows who selects 
directors and why. Of special interest 
are the remarks on the part played by 
investment bankers, brokers, and in- 
surance companies in corporate direc- 
tor selection. 


Bank Operation ... under wage 
and salary stabilization. Two excellent 
booklets on the complex wage and sal- 
ary regulations were distributed at 
the recent Conference of Bank Corre- 
spondents of The First National Bank 
of Chicago. Now available through 
Burroughs Clearing House, these 
booklets give a concise, up-to-the-min- 
ute picture of the regulations, the one 
booklet summarizing briefly both the 
wage and salary regulations with the 
official interpretations that particular- 


Bank data on wage-salaries 






OFFICIAL ANSWERS 
lssued to date by the 
WAGE STABILIZATION BOARD 


(Weeding, B. ©.) 








WHIH HAVE BERN SELECTED AS 
BEING PERTUMENT TO B4NKS 


BANK OPERATION 
UNDER 
WAGE AND SALARY 











ly affect banks, and the other offering 
a large group of questions and official 
answers on wage stabilization that are 
pertinent to banks. 


The Successful Secretary .. . 
Here is a valuable 60-page booklet that 
contains many helpful tips for the 
average executive as well as his secre- 
tary. Outlining the main points of sec- 
retarial proficiency, the booklet dis- 
cusses letter writing, common errors 
of grammar, spelling and punctuation, 
speech, telephone techniques and many 
others. 


Form Designing Kit ... A lead- 
ing paper company offers this out- 
standing package of materials and in- 
formative literature for designing 
office printing. This substantial kit 
includes the fact-filled booklet, ‘““How 
to Design a Business Form,” a “Man- 
ual of Paper Information,” samples of 
various ledger and bond paper stocks, 
a glossary of trade terms, scaled sheets 
for accurate form layout, and a stock 
of plans sheets that give a checklist 
and printing specifications for the 
preparation of business forms, 


Let’s Know Our Business .. . 
This helpful booklet is a study of ad- 
vertising and advertising media. After 
discussing the nature of advertising 
and considerations in the advertising 
budget, this 44-page study outlines the 
characteristics, advantages and disad- 
vantages of various advertising media, 
including newspaper, radio, outdoor, 
and direct-by-mail. An aid to any 
bank, this booklet is particularly 
worthwhile for the bank that does not 
have a regular advartising staff or 
counsel. 


Livestock in the South ... Pre- 
pared by the livestock department of 
The First National Bank of Memphis, 
this booklet outlines the highlights of 
the expanding livestock business in 
the southern United States. 


Industrial Classification of Secu- 
rities . . . Traded on the New York 
Curb Exchange. An easy to read ref- 
erence to Curb stock and bond issues, 
this 64-page booklet is divided into 
three sections; an index designating 
the various industrial classifications; 
a main section listing securities and 
their ticker symbols by corporate 
names and according to industrial ac- 
tivity; and an appendix, offering in 
alphabetical order, the corporations 
represented on the Curb. 
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This receipt from a Burroughs Commercial Teller’s Machine 
means modern banking methods in banks all across America. 
It means better service to the customer—fast and simple window 
transactions. It means a more complete and accurate record for 
both your bank and the customer. And it means a mechanized 
teller’s operation that insures fast cash balancing, faster flow of 
items to the proof department, and an auditable, registered record 
of teller transactions. 

You get these exclusive advantages of the modern tellers machine 
when you buy Burroughs—and even more... you get low-cost, 
simplified operation, and a mechanically dependable machine that is 
compact, portable, and requires no counter alterations. Y ou get more, 
by far, when you buy Burroughs. Call your Burroughs man today. 


WHEREVER THERE’S BUSINESS THERE’S 
Bur roughs 
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COURT DECISIONS 








By FREDERICK C. FIECHTER, Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


Aseertainment of Property 

The collateral for a loan must be 
identifiable. As obvious as this state- 
ment is, its application admits of many 
interpretations, one of which was made 
recently by the Supreme Court of 
Georgia. 

Chattel mortgages purported to 
create a lien for the benefit of the 
plaintiff on various pieces of fur-stor- 
age equipment. The description desig- 
nated each individual article in general 
terms, described the use of the article 
and, in some cases listed a descriptive 
name which was evidently that of the 
manufacturer. It did not distinguish 
the items from others of like nature 
nor did it give the location of the 
chattels. 

Therefore when the bank foreclosed 
on a loan deed covering the real estate 
and sold the chattels covered by the 
chattel mortgages recorded prior to its 
loan deed, it was not accountable to 
the chattel mortgagee for the proceeds 
of the sale of the chattels. The Court 
summarized the law as follows: 

“While the law does not require a 
description of chattels in a mortgage 
that will identify the property without 
the aid of parol (i.e. orally delivered 
by witnesses in Court) evidence, yet, 
to impart constructive notice to third 
parties, a recorded mortgage is insuffi- 
cient where the description is too gen- 
eral to identify the exact chattels 
without the aid of extrinsic evidence 
... It cannot be shown by examining 
the mortgages and the premises that 
the plaintiff in error had a lien on the 
property sold to the defendants, for 
... extrinsic evidence would be neces- 
sary.” (Morris & Eckels Co. vs. Fulton 
National Bank et al., 65 South Eastern 
Reporter, second series, 815.) 


e e e 


Impairment by Fraud 

A mortgagee may not be made the 
victim of a fraud, if there is another 
innocent party upon whom the loss 
may fall where that second party 
made the fraud possible. The attention 
of consumer’s credit men is particu- 
larly invited to the two pertinent 
cases which follow. 

Miss Moss selected and purchased an 
automobile at the McCrane Motors 
showroom. Her deposits were turned 
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over by the salesman, Hackett, to his 
employer; but the $2,050.65 balance 
of the purchase price he deposited in 
his wife’s bank account. Four days 
later, using a check signed in blank 
by his wife, Hackett paid the balance 
to the McCrane Company. Miss Moss 
took delivery of the car and was as- 
sured by Hackett that title papers 
would be forthcoming in a few days, 
but she never received them. 

The customary title papers were 
issued by McCrane Motors in Miss 
Moss’ name and given to Hackett for 
delivery to her. But Hackett forged 
her name on an assignment of the 
ownership certificate and with the 
forged certificate obtained a new 
ownership certificate in his name from 
the New Jersey Department of Motor 
Vehicles. Using the new certificate, 
he obtained a personal loan of $1,600 
at the bank, and executed a chattel 
mortagage on the car as security for 
the loan. The proceeds of the loan he 
deposited in Mrs. Hackett’s bank ac- 
count and they were ultimately checked 
out by him to his employer through 
other checks signed in blank by his 
wife. Mrs. Hackett knew nothing of 
these dealings until they had been ac- 
complished. 

The Superior Court of New Jersey 
permitted the purchaser of the car to 
rescind the transaction and receive 
from McCrane Motors $2,350.65 with 
interest. But the Court denied the 
Company’s petition to cancel the chattel 
morgage held by the bank since it was 
the action of the McCrane Company 
in delivering to Hackett the Moss 
certificate which made possible the 
perpetration of the fraud upon the 
bank. The rule is that when one of two 
innocent parties must suffer, the loss 
must fall upon the one who made that 
loss possible. 

The bank sought a judgment against 
the McCrane Company for the full 
amount of its loan to Hackett. The 
court refused, saying that it would not 
enforce what was in effect a deficiency 
judgment since the bank had relied 
on a chattel mortgage and Hackett’s 
personal credit. Of course, a judgment 
of $1,600 and interest against Mr. 
Hackett was allowed the bank; but 
judgment against Mrs. Hackett was 
refused because her husband had mis- 
appropriated the funds without her 


knowledge and she derived no benefit 
from the fraud. (Moss vs. John A. Mc- 
Crane Motors, Inc., et al. First Nat. 
Bank in Garfield vs. Hacket et ux., 
Hackett vs. John A. McCrane Motors, 
Inc., 83 Atlantic Reporter, second 
series, 542.) 

In an Oklahoma case, decided the 
same day (September 18, 1951) as the 
preceding New Jersey case, failure to 
properly plead the other innocent 
party’s position in the Court resulted 
in a different conclusion, as a finance 
company found to its sorrow. 

On January 14 Neal sold Sheffler a 
Chevrolet for $2,000 and delivered the 
car, keys, certificate of ownership and 
registration certificate duly executed 
by Neal as owner. Sheffler delivered 
his check in the full amount. On Jan- 
uary 15 Sheffler obtained a loan of 
$1,700 from the finance company, giv- 
ing a chattel mortgage on the car as 
security. Neal presented the check to 
the drawee bank and payment was re- 
fused for insufficient funds. The check 
was dishonored for the same reason 
on January 16, and that evening Shef- 
fler returned the car to Neal advising 
him the title certificates were at the 
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California Motor Vehicle Department 
to obtained license tags. All this tran- 
spired in California. 

Neal returned to Oklahoma and 
finally, the following February, re- 
ceived a California form reciting that 
Sheffler held himself obligated to fur- 
nish Neal a title certificate not later 
than sixty days hence. Neal knew 
nothing about the chattel mortgage 
until a month after it was given, when 
he was informed thereof by the Cali- 
fornia Department of Motor Vehicles. 
That department did not receive the 
chattel mortgage for recordation until 
two weeks after the car had been re- 
turned to Neal. Under California’s 
recordation statute there was no con- 
structive notice binding on Neal at the 
time the car was returned to him. 

The acceptance of the check for the 
purchase price money, by the defend- 
ant, was tentative only and conditional 
that it would be honored upon presen- 
tation. The title to the automobile did 
not pass to Sheffler upon his giving of 
a false or bogus check. “The right of 
possession by plaintiff can rise no 
higher than that of its mortgagor.” 

Under the weight of the evidence 
this was a cash sale. Defendant parted 
with his automobile ard accepted the 
check of a stranger only on condition 
that the check be paid. “Where the 


sale is for cash on delivery, a delivery 
is generally considered, conditional, 
and no title vests in the buyer until 
he has complied with the terms of the 
sale.” 

Defendant having no actual notice 
of the chattel mortgage had the right 
to repossess his car prior to the tak- 
ing effect of constructive notice. He 
took possession under a mutual recis- 
sion of the contract of sale. 

“In a sale of goods where buyer 
gives the seller a check that is dis- 
honored when presented for payment 
the buyer does not acquire title. It 
remains in the seller.” 

The finance company plead that Neal 
had put Sheffler in a position to mort- 
gage the car by giving him the title 
certificate and therefore should be 
estopped from denying that Sheffler 
owned it. But the Supreme Court of 
Oklahoma said that it was too late to 
raise the question of estoppel for the 
first time on appeal. (Valley Loan 
Service vs. Neal, 235 Pacific Reporter, 
second series, 932.) 


& oe e 


Statutory Defalcation 

The cyclical plethora of defalcations 
makes a recent Maryland case worthy 
of special attention from the comp- 
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troller’s or auditing department. 

A bank president whose bank was a 
member of the Federal Reserve Bank 
of Richmond, Virginia, was convicted 
of causing a false entry to be made in 
the books of his bank and of misapply- 
ing funds and securities in violation of 
Section 592 of the United States Code 
Annotated. This covers wilful mis- 
application of the monies, funds or 
credits of a bank with intent to de- 
fraud the bank by a bank officer or 
Federal Reserve Agent. His appeal 
raised three interesting points: 

1. The mere fact that title to a mort- 
gage which had been paid off was in 
the name of a wholly owned subsidiary 
of the bank, did not prevent the false 
entry being made on the books of a 
member bank with intent to defraud 
the member bank. Nor did the fact 
that a vice-president physically made 
the entry (as a result of information 
being withheld by the president) pre- 
clude the president being charged with 
the entry. 

2. The president cancelled a 43- 
share certificate for stock of the bank 
standing in his name after he had sold 
the certificate to an innocent purchaser 
for value and had the transfer clerk 
issue a new 18-share and a new 25- 
share certificate in his name. He de- 
fended on the ground that the misap- 
plication of the certificate was not a 
misapplication of a bank asset. But 
the Court held the bank had a special 
property in the certificate which had 
been entrusted to it for the purpose of 
transferring the stock, and the wrong- 
ful misuse by the president for his 
own benefit constituted a misapplica- 
tion of an asset of the bank. 

3. The defendant argued that since 
he had made restitution there was no 
depletion of the bank’s assets. There 
was a depletion, said the Court, and the 
subsequent restitution constituted no 
defense. “The existence of the intent 
to defraud at the time the acts were 
done is fairly inferable from their 
detrimental effect upon the Bank and 
this intent was not rebutted by subse- 
quent restitution.” 

Kramer v. United States, 190 Fed- 
eral Reporter, 2d Series, 712. 


e * e 


Authority of Officer to 
Cash Corporate Item 

Is a bank justified in cashing checks 
for a corporation president when such 
checks are payable to his corporation? 
The United States District Court in 
Honolulu thought it was, but the 
United States Circuit Court of Appeals 
for the Ninth Circuit held to the con- 
trary. 

Federal Services Finance Corpora- 
tion, a depositor in the Bishop Na- 
tional Bank, brought action against the 
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bank to recover the amount of twelve 
checks which the plaintiff had drawn 
on the bank payable to the order of the 
Waipahu Auto Exchange, Ltd. The 
president of the Auto Exchange had 
endorsed them “Waipahu Auto Ex- 
change, Limited by Anthony Yee, 
President.” 

The lower court found (1) that Yee 
was vested with “prima facie” author- 
ity inherent as a matter of law in his 
office as president, (2) that the record 
established his apparent authority to 
cash checks, (3) that implied authority 
appeared as well and (4) that plaintiff 
had failed to prove that Yee acted be- 
yond his actual authority. 

Said the Circuit Court: 

“We find it a sound rule of law sup- 
ported by the weight of authority that 
the president of an ordinary trading 
corporation, such as this business was, 
is not presumed to have power solely 
by virtue of his office to cash checks 
payable to the corporation’s order.” 

The Court found Yee’s lack of 
apparent authority clear because there 
was no evidence that any representa- 
tion was made by the Auto Exchange 
or by the plantiff which caused the 
bank to accept the endorsement or cash 
the checks. 

Nor did he have actual authority, 
express or implied. Authority to nego- 
tiate necessary credit was not author- 
ity to cash checks. All checks of Auto 
Exchange drawn on the account were 
signed by the treasurer and counter- 
signed by its vice-president. In addi- 
tion the by-laws established a prima 
facie case of action beyond the scope of 
authority. 

Federal Services Finance Corp. v. 
Bishop National Bank of Hawaii at 
Houolulu, 190 Federal Reporter, 2d 
Series, 442. 


CREDIT OUTLOOK 


(CONTINUED FROM PAGE 29) 


that five year period, loans would then 
aggregate 63.7 per cent of deposits. 


Consumer Credit 


The responsibility of banks to na- 
tional manufacturers, in continuing to 
provide needed instalment credit at the 
local level for the distribution of their 
products, was stressed by Paul M. 
Welch, vice-president, 
and Southern National Bank, Atlanta, 
Georgia. He indicated that this is be- 
coming a growing problem in these 
days of full loan portfolios. 

The growth of bank instalment lend- 
ing from $250 million in 1936 to $5,800 
million today, “points up the need for 

much closer relationship among 
nanufacturers, distributors, and the 
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banks,” said Mr. Welch. He added that 
a special sub-group of the A. B. A. 
Committee on Consumer Credit met 
recently with durable goods manu- 
facturers to explore the problem. The 
manufacturers emphasized what they 
wanted from banking, such as continu- 
ity of service, greater uniformity, and 
more appreciation at the top manage- 
ment level of the social significance of 
instalment lending. At the same time, 
the manufacturers recognized the 
need for improving some of the selling 
practices of their distributing organi- 
zations, and expressed interest in co- 
operating with banks toward this end. 

Mr. Welch believes that the larger 
metropolitan banks should provide cor- 
respondent leadership in helping the 
country banks provide instalment cred- 
it on a continuous basis, through ex- 
perienced counsel and even by develop- 
ing a secondary market for this class 
of paper. “At the level of the national 
manufacturer, instalment lending, to 
be effective, must present a national 
front through banks all over the coun- 
try,” he asserted. 

Bank management was urged by Mr. 
Welch to take a more direct interest 
in the proper administration of the 
instalment financing activity. He ob- 
served that many young men taken 
into banks to handle such financing ap- 


parently have been given the green 
light and may be extending credit far 
beyond their abilities to administer it 
soundly. He suggested strongly that 
management reappraise the manpower 
handling this important phase of their 
credits. 


Mortgage Loans 


“One thing that seems certain is 
that in 1952 there will be no lack of 
funds seeking mortgage investment, 
and at the present rate of growth in 
savings throughout the country, this 
situation will become increasingly 
more pronounced.” This unequivocal 
statement came from Joseph Earl 
Perry, president of the A. B. A. Sav- 
ings and Mortgage Division, and presi- 
dent, Newton Savings Bank, Newton, 
Massachusetts. He added that no other 
investment as an outlet for savings is 
more attractive, and now that U. S. 
Government bonds seem fairly well 
stabilized, there should be little hesi- 
tation about placing money in this type 
of investment providing the return is 
reasonably attractive and the security 
fundamentally sound. 

Mr. Perry foresees: 1. A heavy, but 
rather spotty, demand for homes. 2. A 
surplus of some building materials but 
such a shortage of certain other criti- 
cal ones as to create an overall short- 
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age for at least the first half of the 
year. In fact, it was surmised that the 
Controlled Materials Plan of the Na- 
tional Production Authority, through 
its order M-4A, would have a more im- 
portant influence than Regulation X 
in restricting home construction and 
mortgage loan volume. 3. A probable 
continuance of low interest rates. 4. A 
constant and _ possibly increasing 
threat of direct government lending. 

In Mr. Perry’s opinion, the FHA 
should be restored as a strong inde- 
pendent insuring agency, not subject 
to the demands of political expediency. 
In this connection he cited the sugges- 
tion that the existing penalty fee for 
prepayment of an FHA loan be re- 
moved, after the loan has been paid 
down to a ratio where the need for 
insurance is no longer a factor. Pro- 
ponents believe that in this manner 
the FHA might be relieved of a large 
portion of its risk, the cost of insur- 
ance premiums to the borrower could 
be reduced, and the indirect burden 
placed upon the government could be 
minimized. 

Warning that the existing mortgage 
portfolio has been accumulated during 
a period of inflated values, with so 
many home owners having little cush- 
ion of equity ownership or financial 
reserves, Mr. Perry advocated keep- 


ing mortgage loan maturities as short 
as possible. As a suggested aid in this 
direction, he distributed a “Speed of 
Amortization” chart used in his insti- 
tution to emphasize the savings to 
borrowers of more rapid loan liquida- 
tion. 


Farm Lending 


Bankers may expect to be called 
upon to supply a record volume of pro- 
duction loans to farmers during 1952, 
reflecting the efforts that will be made 
to maintain maximum agricultural 
production at high cost levels. 

So stated Jesse W. Tapp, executive 
vice-president, Bank of America, San 
Francisco, who also pointed out that 
such loans are not inflationary since 
maximum farm production is one of 
the best forms of insurance against 
progressive wage and price rises in a 
defense economy. “Ample supplies of 
food and fiber to meet domestic and 
foreign demand at current price levels 
will contribute greatly to general eco- 
nomic stability,” he asserted. 

Loans to farmers by banks and in- 
surance companies are already at a 
high level. At mid-year 1951 the non- 
real estate credits had risen to nearly 
$3 billion, up 27.5 per cent in a year, 
and nearly three times the 1945 total. 

Mr. Tapp foresees a substantially 


enlarged volume of credit for cotton 
production and marketing, due to the 
low level of reserve stocks. There will 
be a strong demand not only for pro- 
duction credit but also for loans to 
finance equipment such as picking ma- 
chines, gins, etc., and to finance the 
movement of cotton to the market. 

An expansion of the production of 
corn and other livestock feeds is also 
expected to boost loan demand. 

Likely to be helpful to country bank- 
ers, said Mr. Tapp, is a new manual 
on agricultural production financing 
published by the A. B. A. Agricultural 
Commission. 

As he sees it, the problems of pri- 
mary concern to farmers in 1952 will 
have to do with the possible shortage 
of farm labor at harvest time, the 
scarcity of some fertilizers and insecti- 
cides, and particularly the gradually 
increasing level of production costs 
which reached a new all-time high 
level in 1951 and can be expected to be 
even higher in 1952. Mr. Tapp believes 
that net farm income this year will 
remain at about the $15 billion level 
estimated for 1951, or some 10 per 
cent below the 1947 peak. 


Defense Loans 


Following are some helpful sugges- 
tions made by Theodore W. Johnson, 
vice-president, Security-First Nation- 
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al Bank of Los Angeles, and second 
| vice-president, Robert Morris Associ- 
ates, for the sound administration of 
defense loans: 

1. Demand good audit figures and 
get monthly statements. 

2. Have a C.P.A. or other public 
accountant periodically make a test 
| examination and give an opinion as to 
the accuracy of the borrowing base as 
set forth in the borrowing certificate. 

8. Should work-in-process (includ- 
ing raw material) under the financed 
contract be unusually large in propor- 
tion to the loan, and the credit circum- 
stances justify, consider the pledge of 
field warehouse receipts to control title 
on work-in-process. It is necessary to 
have legal possession to have a good 
lien. 

4. Have a provision in the financial 
| statement form, or otherwise, permit- 
| ting acceleration of the maturity of 
| notes in the event of adverse circum- 

stances, which might include the need 

to bring about corrective steps in man- 

agement. With such acceleration it 

would also be possible to move quickly, 

when necessary, to offset bank bal- 
| ances in the event of attachment or 
| other financial involvement of the bor- 
rower (the note must be due when the 
bank attempts to offset). 

As other defense loan factors to be 
considered, Mr. Johnson said _ that 
banks should satisfy themselves as to 
| the borrower’s capacity to produce the 
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goods, review the bid to make sure that 
a fair profit margin has been figured, 
check the responsibility of subcon- 
tractors if that is indicated, examine 
the terms and provisions of the con- 
tract, obtain a budget and cash fore- 
east, get detailed financial statements, 
check the insurance coverage, and eval- 
uate all credit factors in determining 
whether to make a straight bank loan 
or a “V” loan. In the follow-up pro- 
cedure, Mr. Johnson recommended 
checking performance with the mili- 
tary, watching rejections, being sure 
that working capital is preserved, and 
making comparisons with the original 
budget forecasts. 

Mr. Johnson warned that the bank 
cannot assume, because a contractor 
has a defense contract, that a “V” 
loan will necessarily be approved. He 
added that the delays in getting such 
approvals have been too great. “If it 
were not for bank willingness to take 
the risk and advance the money pend- 
ing approval, many companies might 
have failed or critical supplies would 
have been seriously delayed,” he de- 
clared. “This added risk on the part of 
banks should not be necessary.” In 
fairness, he acknowledged that the 
various government agencies and the 
Federal Reserve are now giving the 
matter active attention. 


Credit for Veterans 


Except for rate inflexibility, one 
must conclude that the program of spe- 
cialized credit for veterans has been 
intelligently and successfully handled, 
and that banks have done an outstand- 
ing job in cooperation with the Vet- 
erans Administration. This was the 
general conviction expressed by Edwin 
P. Neilan, chairman of the A. B. A. 
Committee on Service for War Veter- 
ans, and vice-president and secretary, 
Security Trust Company, Wilmington, 
Delaware. 

However, Mr. Neilan also discerned 
some specific flaws in the VA loan 
program. Citing the 6 per cent loss 
ratio on G. I. business loans, and de- 
faults totaling 17 per cent, he traced 
them in large measure to the fact that 
many banks either did not screen the 
credit applications as carefully as they 
do normal business loans or did not 
Supervise the credit adequately after 
it had been granted. Incidentally, pre- 
liminary studies indicate that between 
60 and 75 per cent of the 1951 losses 
Were due to poor management. The re- 
cent marked spurt in VA business loan 


applications was caused, Mr. Neilan 
Sa) by veterans’ large-scale pur- 
chases of automobiles for business 
purposes, which avoids the stricter 
terms of Regulation W. 


Farm loan volume was said to be a 
sappointment to the VA, and Mr. 
eilan cited some recommendations 


~“ 


> 
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that have been made by Walter T. Rob- 
inson, board chairman of the Citizens 
State Bank, Donnellson, Iowa, a coun- 
try banker who is also VA loan guar- 
anty officer at Des Moines. After a 
special study Mr. Robinson concluded 
that along with better education of 
bankers on VA farm loans, a 5 per 
cent rate, an increased guaranty 
amount to $4,000, a flat charge of 1 
per cent at the time of closing, an 
inspection fee of $15 or % per cent of 
the loan balance, and a five-year ma- 
turity were desirable to achieve suc- 
cess on the personal property or barn- 
yard type loans. Mr. Robinson has also 
suggested an increase in guaranty on 
farm real estate loans to $7,500, and 
a charge of 1 per cent or $50, which- 
ever is greater, when the loan is closed. 

Turning to G.I. home loans, Mr. 
Neilan estimated that the volume of 
approved applications would decline 
from around 425,000 last year to about 
300,000 in 1952. He declared that a 
rate adjustment is in order, saying: 
“It is time for the Veterans Adminis- 
tration to grant lenders authority to 
set the rate either at 4 per cent with 
a service fee or at 4% per cent with- 
out service fees.” Corollary to this, Mr. 
Neilan added that it is more necessary 
than ever for each banker to make 
some intelligent explanation of inter- 


est rates in his own community, citing 
the general upward rise in the price 
of money and the increased costs of 
operating a lending function. 

As to the proposal that F.N.M.A. 
provide a definite, assured secondary 
market for VA home loans, Mr. Neilan 
recognized the need for some such out- 
let, particularly for country banks. “It 
seems out of character, however, for 
a private banking system to look to 
F.N.M.A. for that market,” he con- 
tended. “If the beneficial partnerships 
created in the Voluntary Credit Re- 
straint Program between savings 
bankers, the mortgage companies, the 
insurance companies, and the commer- 
cial banks could be cemented into a 
corporation created for the purpose of 
maintaining a secondary market for 
G. I. home loans .. . the result might 
put brakes on the political pressures 
which threaten to nationalize G.I. 
home credit.” 


RFC Loan Policies 


The Reconstruction Finance Corpo- 
ration now strictly requires that every 
loan must serve a public interest as 
well as a private need, and no loan is 
to be made where financing can be 
obtained through private sources. So 
stated Stuart Symington, R.F.C. ad- 
ministrator, in explaining the new 
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lending policies of this revamped gov- 
ernment lending institution. 

He declared that “public interest” 
today revolves primarily around what 
is best for the national defense, and 
loans now considered acceptable are 
those which either maintain essential 
civilian production or services, or ac- 
tually promote conversion to defense 
production. This “immediately rules 
out luxury hotels, gambling houses and 
other such unnecessary loans,” he add- 
ed. It also was said to rule out any 
inflationary loans inconsistent with 
the Voluntary Credit Restraint Pro- 
gram. 

A first step taken in the R.F.C. re- 
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organization, according to Mr. Sym- 
ington, was the introduction of a uni- 
form loan policy to govern the han- 
dling of all loans. “Such a policy was 
spelled out in detail. It was published 
and it was enforced,” he said tersely. 
“The facts about this policy were made 
a matter of public record, and there- 
upon the details about each new loan 
were also published. As a result, both 
the policy and its application were 
opened to public disclosure.” 

Acknowledging that the ban on 
R.F.C. loans when private financing is 
available is not new, Mr. Symington 
pointed out that “this standard is only 
as good as the vigor of its enforce- 
ment. This enforcement has_ been 
tightened.” 


The VCR Program 


That the Voluntary Credit Restraint 
Program is now “at the crossroads” 
in its brief but promising history was 
the opinion expressed by its chief god- 
father, Oliver S. Powell, member, 
Board of Governors of the Federal Re- 
serve System. He explained: “We can 
either go the road of better under- 
standing on the part of both borrower 
and lender and more complete con- 
formance in the public interest no mat- 
ter what the sacrifice in short run 
profits, or we can have a growing num- 
ber of cancerous defections.” 

One problem has been to define lend- 
ing standards appropriate in a time 
of strong inflationary pressures. While 
the Statement of Principles was ad- 
mittedly drawn in very general lan- 
guage, Mr. Powell said that the prob- 
lem was being narrowed down by the 
subsequent series of bulletins covering 
special types of loans, and by the Di- 
gest of Opinions citing decisions of 
regional committees in a broad variety 
of cases. 

There have also been conflicts of 
interest between private short-term 
considerations and the public welfare, 
and between state or local interests 
and the national interest. However, 
Mr. Powell believes that a continued 
broadening of informational activities 
on the part of lenders should minimize 
such problems as time goes on. 

In some instances, said Mr. Powell, 
there has been a failure to pass the 
word down the line among the lending 
officers within an institution. 

As to fears that government agen- 
cies will make the loans if private 
lenders fail to do so, Mr. Powell de- 
clared that heads of the government 
agencies have expressed an eagerness 
to be told of cases where their opera- 
tions seem to conflict with the Volun- 
tary Program. 

The greatest danger, in Governor 
Powell’s opinion, is that the Program 
will fail in a slackening era that might 
follow an armistice. He urged bankers 


to continue conservative lending ac- 
tivities, to strive for maximum se:- 
sonal pay offs on loans in the montis 
ahead, to submit loan applications to 
regional committees in case of dou'tt, 
and to publicize the Program intcn- 
sively among businessmen and the 
general public. 


Investment Banking 


Although it has not been sufficiently 
publicized, the investment banking in- 
dustry has made a real contribution to 
the Voluntary Credit Restraint Pro- 
gram, thereby foregoing substantial 
dollar profits that are probably irre- 
trievable. . 

This was the primary theme of Ru- 
dolf Smutny, a partner of Salomen 
Bros. & Hutzler, New York City, and 
a member of the National Voluntary 
Credit Restraint Committee. 

As a result of screenings by the 
four VCR investment banking region- 
al committees, 66 loan applications 
totaling $318 million were deferred 
in the interval from March to Novem- 
ber 15, involving a potential profit of 
at least $3 million. 

While favoring the purposes of the 
voluntary program, Mr. Smutny be- 
lieves it would be better if emphasis 
were upon the affirmative side and not 
the negative. Thus instead of using the 
word “restraint” he would have called 
the group in charge the Voluntary 
Committee to Provide Credit for De- 
fense Production. He expressed con- 
cern over predictions that loans would 
be reduced, and said that emphasis in- 
stead should be upon the extent to 
which credit is diverted to rearm- 
ament purposes. 


Capital Bank 


Operations of the widely-studied 
Development Credit Corporation of 
Maine, under which banks and other 
financial institutions are cooperating 
in making risk loans to industry, were 
outlined by Arthur F. Maxwell, presi- 
dent of the Corporation and also pres- 
ident of the First National Bank, Bid- 
dleford, Maine. Details of the plan 
were given in the January 1951 issue 
of Burroughs Clearing House. 

Capital stock in the Corporation is 
largely held by business and industry, 
but the major source of funds is in the 
form of loans made to the Corporation 
by participating financial institutions, 
who are committed to make available 
up to 21% per cent of their capital 
funds for this purpose. 

They receive in return 2 per cent in- 
terest bearing demand notes. Loans 
are limited to manufacturing, fabri- 
cating or processing industries. 

That the Credit Corporation has 4 
selective loan policy is shown from the 
fact that, while it has received 206 ap- 
plications aggregating $2,225,000, it 
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has made 15 loans totaling $363,000. 
The loans, ranging from $3,000 to 
$75,000, are each serviced by the bor- 
rower’s own local bank. The program 
has thus far resulted in the additional 
employment of about 2,500 people. 


The Television Industry 


While recognizing that loans to 
sme TV dealers and distributors 
turned slow in the bad market of last 
spring and summer, Ross D. Siragusa, 
president and chairman of Admiral 
Corporation, Chicago, maintained that 
the young industry survived its first 
big slump exceptionally well and has 
a tremendous future. Production, he 
said, is now below sales, and inven- 
tories have been pared down from a 
peak of 214 million units to an esti- 
mated 114 million units. 

“Bankers who study the specialized 
needs of the industry and tailor their 
services accordingly can make an in- 
valuable contribution,” Mr. Siragusa 
added. “Many have done just that and 
we find that our distributors and deal- 
ers who have banking arrangements 
appreciate the help and counsel of 
their banks a great deal. Often they 


pay more attention to them than to 
the factories whose goods they sell.” 


Forestry Industry 


There is no factual basis for the 
attempt of federal agencies to per- 
suade the public that private forest 
land owners are not meeting their re- 
sponsibilities in promoting better for- 
est management, and that a timber 
famine is likely in the near future, 
according to Clyde S. Martin, chief 
forest counsel for Weyerhauser Tim- 
ber Company, Tacoma, Washington. 
He said that even without taking into 
account normal growth and efforts to- 
ward forest perpetuation, our existing 
stands of commercial saw timber 
would sustain the 1944 cut for 30 
years. 

Mr. Martin singled out for praise 
the action of southern banks in pur- 


chasing a large number of tree plant- | 


ing machines for the use of small land 
owners. “I am told,” he said, “that 
over 600 of these machines are now 
in use in the south. One such machine 


will plant 10 to 15 times as many trees | 


per man day as can be done by hand 
planting.” 


CORRESPONDENCE PROGKAM 


(CONTINUED FROM PAGE 36) 
Letter Bulletins,” composed by the in- 
structor and others assisting in the 
program, have apparently been effec- 
tive, for there is ample evidence that 
they are widely read and discussed. 
Possibly the manner of their presenta- 
tion, illustrated in the samples shown 
with this article, helps in attracting 
attention to them and impressing their 
message. 

It would be remiss not to mention 
the atmosphere under which the bank 
has tried to have this course conducted. 
This factor, outside of the subject 
matter, has no doubt contributed to the 
enthusiasm with which the program 
has been received. The course is not 
called a class, nor are the participants 
considered students in the strict sense 
of the word. That the instruction is not 
on a teacher-to-pupil basis but on a 
man-to-man plane reflects the design 
and intent of the program. 

The environment and materials of 
the course may help to sustain this 
compatible atmosphere. The majority 
of the meetings, for instance, have 
been conducted in the bank’s Board 
Room. Each participant is given 
permanent possession of his own book 
and other materials, and is provided 
With every other facility to confirm 
the importance which the bank man- 
agement attaches to this aspect of 
training. 

The program, it is hoped, will con- 
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tinue to gain in momentum. Its aim 
certainly is in the right direction—to 
train bank personnel to write letters 
that combine the qualities of accuracy, 
clarity, and dignity, and ‘at the same 
time make friends for the bank. Its 
effectiveness so far? There are encour- 
aging indications. 

Members of the last Bank Corre- 
spondence group were asked to submit 
a letter of their composition that, in 
their opinion, best illustrated the prin- 
ciples of letter writing taught in the 
course. With the letter, they were 
asked to submit a statement telling 
why they thought the letter was good. 
One of the statements submitted reads 
as follows: 

I selected the attached letter because 
of the result it accomplished. Mrs. 
Ss is a difficult person to write, as 
she knows very little about these 
affairs and is apt to get very excited. 
Usually she makes many phone calls 
before a subject is finally clear to her. 
No phone call resulted from this letter, 
just a short acknowledgment in part 
as follows: “You gave me just the in- 
formation I wished and I am sure I 
understand all of it. You put it so 
simply and I am indeed grateful for 
all your trouble in getting the figures 
together .. .” 

Results like this—many of which 
the bank will not hear of so directly— 
would seem to be “the proof of the 
pudding.” 
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KENTUCKY BANK PROGRAM 


(CONTINUED FROM PAGE 31) 

Economists and specialists had plen- 
ty of facts and figures on what needed 
to be done. The KBA’s new agricul- 
tural expert knew them all. Tobacco is 
the state’s most important cash crop, 
yielding 40 percent of Kentucky’s ag- 
ricultural income. But tobacco takes 
up only 4 percent of Kentucky’s crop- 
land. 

“Tobacco acreage can’t be expanded 
because it is under government con- 
trol,” he preached. “Our real oppor- 
tunities lie in the other 96 percent of 
Kentucky’s crop-land.” 

“Pasture improvement, followed by 
increased production of livestock and 
livestock products, screams for our 
attention. These practices can raise 
the income on Kentucky’s three mil- 
lion, non-productive acres and five mil- 
lion, borderline, cropland acres to 
$20.00 per acre by grazing quality 
livestock. By rejuvenating these acres, 
one and one-third million dollars could 
be added to the income of every county 
even if prices of livestock and livestock 
products were only 60 percent of pres- 
ent levels.” 

Putting it another way he stirred 
the imagination of banker and farmer 
alike. “This would be the equivalent 
of bringing a new factory, employing 
680 workers, at $40 per week, into 
every county in Kentucky.” 

“The association’s aim of helping 
raise agricultural sights to make Ken- 
tucky the Center of the Pasture Belt 


makes sense,” Graham declared. “Mil- 
lions of poor acres can be reclaimed if 
turned into pastures. Pastures will not 
only save our eroding land, but will 
build it up for ourselves and our chil- 
dren.” 

John Graham began to carry this 
message throughout the state and 
hasn’t stopped yet. The first year he 
visited just about every member bank, 
every County Agent, a great many 
soil conservationists and other lead- 
ers in the state. He brought the bank- 
ers and farm leaders together to work 
out plans for having the banks sponsor 
extension meetings. They were called 
“Banker-Farmer Field Meetings,” and 
the local folks were to be guests of the 
bank for a snack. 

Headlines and stories in county pa- 
pers all over the state began popping 
up with the story of this work. Bank- 
ers began to grasp the possibilities. 


HE details vary from one county 

to another, but in the main they 
work out in the following pattern. The 
County Agent and agricultural leaders 
select a progressive farm as a meet- 
ing place. All the farmers around the 
countryside are invited. The visitors 
are conducted on a tour of the land. 
Following refreshments or lunch, fi- 
nanced by the banks, agricultural spe- 
cialists highlight changes the farmer 
has wrought by better land use, stud- 
ied applications of fertilizer and 
sound management practices. 
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The farmer himself is brought into 
the program. His story, in his own 
words, is highly effective in creating 
the vision of a better future among 
his neighbors. Many a friend of the 
host for the day has remarked, “Un- 
til I saw and heard Jeb’s whole pro- 
gram tied together, I sure didn’t know 
why he seemed to be doin’ so well. 
He’s not doin’ anything unusual, but 
all these little things have sure made 
him a better farmer. Now that I’ve 
seen, I’m goin’ home and try some of 
the same.” 

Bank credit frequently has an im- 
portant part in these local modified 
success stories. The bankers are proud 
they have helped in bringing them 
about. 

After such a meeting on the farm, 
the banker and his farmer customers 
feel that their interests are allied. The 
banker, seeing farm problems with his 
own eyes, has a better appreciation of 
the farmers’ needs. The farmers are 
delighted to talk with their banker out 
in the fields. 

The second year of the program, the 
first having been largely explanatory 
and promotional, turned up a report 
of 75 county meetings with over 18,000 
Kentucky farmers as guests of the 
banks over the state. This was about 
four times greater than the participa- 
tion in regular agricultural extension 
meetings in any previous year. Johnny 
Graham’s pioneering as the first Ag- 
ricultural Representative on the staff 
of a state bankers association was 
paying dividends. 

The startling success of the first 
year found a number of earlier skep- 
tics among the banks jumping into 
the program. They weren’t going to 


_ be left out of anything that had cre 


ated such a stir in their town. 

“In several instances,” Johnny re 
ported, “unfriendly competitor banks 
sat together for the first time in many 
years. They found their little differ- 
ences swept away. After the meeting 
each said they were going to be work 
ing much closer together for the bene 
fit of the community.” 


T the inception of the program 
some felt employing an Agricul 
tural Representative would rouse the 
ill-will of a few agencies. They might 
feel Johnny would be undermining 
their work. To settle this point, agr- 
cultural leaders, specialists and Count! 
Agents were solicited for their frank 
appraisal of the program. 

To the surprise of the few doubt 
ing Thomases, they wanted more of it. 
Without exception the influence of 
the bankers, exerted at the local county 
level, was one of the biggest boosts 
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to County Agents and others in spread- 
ing the new gospel. 

At a Crittenden County Meeting, 
Agronomist Bill Johnstone, a prime 
mover in switching bad land to pasture 


land, dramatized this point. “Two 
years ago, without the bank’s help,” 
he told his listeners, “we had 22 
people at our meeting here. Just 22. 
Today, with the Marion banks behind 
us, We showed 350 people how they 
can farm better, raise their living 
standard and send the kids to college. 
Multiply that over the state and you 
can see what it means to us.” 

As the out-on-the-farm meetings 
mushroomed, a new promotional fac- 
tor came to light. The more bank per- 

sonnel on a program, the better the 
Bnocting. In other words, it wasn’t the 

amount of money the banks spent in 
fancy fixings, but the genuine per- 
sonal interest they displayed that con- 
vinced the farmers of their sincerity. 
Several banks, seeking to add a close 
personal touch to their meetings, 
turned bank officers into bus-boys to 


audience. The enthusiastic acceptance 
of this simple expedient showed the 
strides that were being made in break- 
ing down the farmers’ misconceptions 
of banking and bankers. 


S they caught the fever, banks be- 
gan individual projects of their 
own. The folly of good pasture for poor 
stock was self-evident. Startled bank 
examiners began to note mobile, four- 
legged assets among bank records. 
Purchasing purebred bulls, boars and 
rams, banks made them available to 
their progressive customers seeking to 
raise the caliber of their cattle. 

C. W. Alexander, Jr., president of 
the Bank of Cumberland of Burkes- 
ville, in the foothills of the Cumber- 
land Mountains, originated a pig chain 
for the youngsters in his territory. 
He bought five registered bred gilts 
(pregnant little pigs). These were 
given without charge to five young- 
sters. The only requirement was a 
promise to give back one of the gilt 
offspring at breeding age. The off- 
spring was bred to the bank-owned 
purebred boar and thus a chain of im- 
proved stock was guaranteed annual 
improvement. 

Not only did the quality of pigs in 
Cumberland County multiply, but this 
sort of project multiplied among mem- 
ber banks. Today it is estimated there 
are well over one hundred banks con- 
tributing in this positive fashion to 
Improving the quality of Kentucky 
livestock on the hoof and on the pub- 
lic’s dinner table. 

_ the list of bank-sponsored projects 
In every agricultural county soared. 
A partial list would include 4-H Club 
prsces, contests, and winter-time rec- 
og .ition meetings for outstanding 
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serve a light lunch to the farmer 


farm families and youngsters. Other 
banks have organized test plots in 
prominent locations to prove what 
proper land treatment and fertiliza- 
tion can do to restore worn out land. 

Enthusiasm for the progress of the 
program and the direct benefit to in- 
dividual members resulted in eleven 
banks hiring their own agricultural 
representatives. 

The state-wide banking program is 
bringing the youngsters along, too, in 
educating them in the role of bank 
credit in farming. E. L. Fontaine, 
Ralph’s dad, who is chairman of the 
board of the Farmers Deposit Bank, 
Bradenburg, worked out a very sound 
program with the high school voca- 
tional teacher. The latter recommends 
high school lads who need money for 
a project. They meet with their 
banker, Mr. Fontaine, and make ar- 
rangements for a loan. The young 
folks sign the notes or chattels, work 
out the project and pay off the loan. 
The vocational agricultural teacher 
supervises the young farmers and 
keeps them striving for successful 
completion of their undertaking. 

“Last year,” Mr. Fontaine reported, 
“we made loans to eleven youths in 
amounts ranging from $140 to $900, 
for twelve months. It thrilled me to 
take part in such a constructive ac- 
tivity. These lads know the how and 
why of credit now. Expect we'll be 
doing this regularly in the future.” 

Banks in other parts of the state are 
repeating this performance many-fold 
for the youth in their respective areas. 

After listening to a number of 
agricultural agency representatives 
praise the banks for their unselfish 


cooperation, interest, and zeal, one out- 
of-state visitor recently commented, 
“T’ve never heard so many quasi- 
governmental people praise and sell 
private business to our citizens. This 
whole movement is going to make 
an awful lot of Kentucky farmers 
back up commercial banking and 
minimize cries for expanding govern- 
ment credit.” 

Nevertheless, the final test of any 
program is the judgment passed by 
those whom it is intended to serve. 
Through the existing agricultural 
agencies, the Kentucky Bankers As- 
sociation and its member banks seek, 
in the final analysis, to serve their 
farm customers. 


OW do the customers feel about 

what’s gone on? Are they making * 
any changes as a result of seeing what 
their neighbors are doing success- 
fully? Has the banker interé8t in farm 
problems been well received? 

A spot check among _ farmers 
brought out conclusive evidence. 

The farmers like the program, want 
it continued—they have proved it by 
attending in larger numbers. During 
1950 at least five more county meet- 
ings were added to the list and at- 
tendance was up over 22,000. While 
final reports are not in as yet, it is 
apparent that the program continued 
to gather momentum during 1951. 
There is no doubt that the banks and 
Kentucky Bankers Association are 
reaching a remarkable number of 
individual farmers. 

The first year of the meetings the 
banks found that only the most 
progressive farmers were on hand. 
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Each succeeding year has found more 
and more of the _  hard-to-change 
variety showing up. These are the ones 
that need most to see for themselves. 
On-the-ground demonstrations are 
converting these farmers. 

County level meetings by no means 
make up the whole K.B.A. Agricultural 
Program. They are its backbone. In 
addition, the association, with the 
Federal Reserve Banks of Cleveland 
and St. Louis, and the College of Ag- 
riculture and Home Economics, Uni- 
versity of Kentucky, in cooperation, 
put on from seven to nine meetings 
for bankers themselves. They deal in 


(CONTINUED FROM PAGE 33) 
window on the first morning of the 
new interest period. Actually, depend- 
ing on the day of the week with which 
the interest period ends, we have 
entered interest as much as two or 
three days ahead of time. 

Our interest dates are April 1 and 
October 1. Shortly after the first of 
March (or September) we bring in our 
entire staff to the central bookkeeping 
department to compute interest. After 
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detail with credit problems. In 1950 
seven typical new-owner farms were 
analyzed and dissected to show the 
credit needs for this particular opera- 
tion and future plans for each. 
Johnny Graham has undertaken re- 
cently a prodigious project with vet- 
erans classes. He has prepared charts 
and tables showing the principles of 
agricultural credit and the variety of 
sources to obtain it. So far he has 
talked to several hundreds of the many 
thousands in such classes. Meeting 
only in the evenings he expects this 
series of beneficial classroom sessions 
to run through several years. By then, 


SAVINGS OPERATION 


they have completed their daily settle- 
ment, the entire operation is flexible, 
and there is no rush or pressure. They 
pencil the interest on slips carrying the 
account numbers, as the first step of 
the operation. This always is timed 
to finish up sometime before the mid- 
dle of the month. 

Then the whole thing is temporarily 
dropped. During the next week or ten 
days, the auditing department runs 
trial balances on the savings ledgers 
and makes sure that everything is cor- 
rect. This assignment is ordinarily 
finished up by about the 22nd of the 


month. 


After this the same crew that 


| figured the interest takes over again. 


This time they check their previous 
computations, but of course everybody 
checks the other fellow’s work instead 
of his own. 

Now comes the final step prior to ac- 
tual posting. On the Thursday evening 
preceding the last weekend in March 
(or September), the senior men of this 
crew come in and make interest ad- 
justments in the case of withdrawals. 
However, we do not bother to make 
such a downward adjustment unless 
the difference is as much as 25 cents. 

This completes the preliminaries. On 
Friday, the bookkeeping department 
stays on and posts the day’s work be- 
fore going home. At other times than 
the interest date, this posting is 
handled on the day after the transac- 
tion. 

One other activity occurs on Friday 
evening. A drayage company goes to 
each office as soon as it closes at 7 
o’clock, and hauls to our central office 
and central bookkeeping department 
all teller’s machines and a like number 
of adding machines. In the lobby of 
each of these banking rooms tables are 
set up, with each unit composed of an 
adding machine and a teller’s machine. 
Also, the ribbons in the teller’s ma- 
chines are changed from the purple 


there’s no doubt he and Ralph Fon- 
taine will have cooked up a batch of 
new projects. 

How about the members—who must 
finance their statewide projects? 
Without waiting the planned three 
years, they have answered this vital 
point. At the 1948 convention, they 
increased regular membership dues 
to include a special farm program 
assessment ... and a little more, to 
be sure the program continued. 
They’re going down the line for bigger 
and better cooperation with agricul- 
tural agencies, farm bureaus and the 
farmer himself. 


usually used. On April 1 interest we 
use red ribbons, on October 1 brown 
ribbons. 

First thing Saturday morning all 
operating employees come to these two 
offices, a total crew of about 120 people. 
Each one has a definite assignment. 
The adding machine, operated alter- 
nately by the two people in the crew, 
runs a trial balance on a section of the 
ledger. 

Meanwhile the other member of the 
crew, operating the teller’s machine, 
posts the interest to the ledger card 
as shown on the interest ticket. Then, 
after printing the new balance on the 
ledger card, he puts the interest ticket 
into the machine and reprints the new 
balance. This validates the interest 
ticket. 

The adding machine operator runs a 
trial balance on the interest tickets, 
and if the total when added to the 
ledger’s previous trial balance equals 
the final trial balance after postin; 
interest, this proves the operation. The 
day’s work starts at 9 a.m. Saturday. 
By 5 or 6 p.m. the job has usually been 
completed as far as the two-man crews 
can carry it, and they are released. 

However, about 30 of the seniors 
remain after dinner to prove the day’s 
work. If everything is correct, this is 
a brief task. If not, it may take a while, 
but the place is usually vacated and 
the entire crew released by 9 o’clock 
Saturday night. 

The validated slips, showing both 
the interest and the new balance, go 
out to the fifteen offices. At each office, 
these are kept in a file located behind 
the teller cages. Starting Monday 
morning, which is the first business 
day of the new month or else just 4 
day or two earlier, each customer who 
brings in his passbook for a savings 
deposit or withdrawal gets his interest 
entered. These entries run along at 4 — 
peak rate for the first two weeks of 
the new interest period, then taper off. 
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